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ABSTRACT 

This study was undertaken to learn whether the 
courses offered by the Associate Degree Insurance program at North 
Central Technical Institute, Wausau, Wisconsin, are adequate to equip 
prospective employees in the insurance industry. The study was 
accomplished by surveying 169 insurance companies to obtain the value 
assigned by respondents to each course in the insurance curriculum. 
Detailed responses are presented in tabular and narrative form. 
Seventy-five percent of the responding companies stated that they 
would be interested in hiring the graduates of the 2-year associate 
degree program. However, many firms indicated that a positive 
attitude was more important than technical training and that they 
would hire the graduates because of their demonstrated interest in 
the insurance business rather than because of what they had learned 
at school, some firms stated that they look for persons with a 
liberal arts background and do the training themselves. Fifty-seven 
percent of the respondents felt that a liberal arts graduate was 
preferred to the business graduate. As a result of the survey, it was 
recommended that a salesmanship course be added to the curriculum, as 
most Insurance jobs involve some sort of selling. It was also 
recommended that contacts with the Insurance companies be maintained 
for placement and further curriculum evaluation purposes. (MF) 
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CHAPTER I 



INTRODUCTIOIf 



The basic philosophy of vocational, technical and &dult 
education in the North Central T^chAical Institute is fcr the 
education of men and women for the responsibilities tuey have 
as adulxs. These programs are specifically designed to help 
adults for Job entry, job advanc^ent and change of Job, 

The Insurance program at Noi*th Central Technical Institute 
is designed to prepare men and vomen for positions in the 
insurance industry such as independent agents, field representatives, 
underwriters, and adjusters. Other emplpyment opportunities include 
accounting, safety engineering, wid sales. 

The insurance adjuster, cr claims investigator, neis en action- 
pac>;ed responsibility. He hurries to scenes of accidents, fires, 
and other disasters, determines if losses or damages are covered 
by the claimant's policy, inspects damaged or destroyed property, 
estimates the cost of repair or areplacement , then vorKs out a 
settlement satisfactory to all concerned. 

Underwriters specialize in areas such as automobiles, homes, 
business establishments and public institutions. In recent years, 
there has been an increasing demand for women in the field of 
underwriting. 

An effort was made in this study to discover whether the courses 
offered by the Associate Degree Insia'ance program at North Central 
Technical Institute are adequate to equip prospective employees in 
the insiarance industry. 

It is assumed that potential insurance employers who have 
faced the problem of hiring einplco^ees are in a position to know 
the actual qualifications and training that are demanded by 
employers . 
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Problem 

The prol^lem is to investigate the curriculum of North 
Central Technical Institute's Associate Pegree Business 
Administration program with an insurance major, to determine 
whether graduates are heing adequately trained to secure 
entry positions in the insurance field and how tae findings 
might aid in curriculum revision. 



Ohjectives 

The general objectives of thiJS study were: 

1. To obtain information as to what extent the Insurance 
Department of North Central Technical Institute 

is preparing the graduates for ^ployment. 

2. To decide what revisions ai'e necessary or desirable 
in the curriculum according to the suggestions of 
insurance employers . 



The specific objectives of the study were: 

1. To compare North Central Technical Institute's 
insurance curriculum with the curricu.lum of other 
post high school institutions in other states 
which offer a two-year associate degree program 
in insurance. 

2. To find out if prospective employers would 
consider employing tvo«*year associate degree 
insurance graduates. 
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specific objectives (continued) 

3. To find out the job classification in vhich prospective 
insurance cocipanies vould employ grtduatt^s of a tvo-year 
associate degree program. 



1;. To find out if the present curriculum meets the 
employment needs of the graduate. 



CHAPTER II 



METHODOLOGY 



Several methods vere used to secure tne data for this study. 
A questionnaire ves one means used to secure the data fron the 
insurance companies. A list of insurance conpanies vas obtained 
from the Insurance Conpany Education Directors Society covering 
insurance within the United St&tes- Ccxnpanies vere selected from 
this list to receive questionnaires. 

A questionnaire covering desired information V€ts prepared. 
A copy of the questionnaire together vith a self-addressed 
stemped envelope was sent to each compeny selected. 

An explanatory letter accompanied each questionnaire along 
with brief course descriptions of courses taken by insurance 
majors, A copy of the questionnaire usedj course descriptions, 
and a copy of the letter that accompanied the questionnaire are 
included in the appendix. 

A select group of insurance companies within Wisconsin and 
the Minneapolis-St • Paul, Minnesota area were contacted personally 
and the questionnaire was filled in during this personal contact • 

A letter was sent to each state's Coordinator of Business 
and Distributive Education asking for a list of schools that 
offered a two-year associate degree program in insurance. 

After receiving the list of schools, a letter vas sent to 
each school which offered a two-year associate degree in insurance. 
This letter was sent in order to compare North Central Technic€il 
Institute's insurance curriculum with the curriculum of other 
post high school institutions. 



CHAPTER III 



FIKBHIGS MD ANALYSIS 



This studj^ involved 169 insurance companies who vere lifted as 
nenibtjrs of the Insurance Company Education Directors Society. Thirty-five 
of these compenies vere interviewed personally • 

Many of the companies that vere contacted personally vere aware of 
the North Central Technical Institute's tvo year Insurance degree program. 
They had hecome femiliar vith our program via a study entitled '*A Survey 
of the Employinent Bequirecxents for Graduates of the Insurance Curriculum 
at North Central Technical Institute in Wausau, Wisconsin" prepared by 
Mr. Wayne L. Schmidt. 

Letters were sent to State Super^dsors of Distributive Education in 
forty states. Twenty-six of the states responded hut only four states 
had community colleges that offered a tvo-yeor associate degree in Insurance. 
Of the four states that responded, none of the schools had programs that 
vere old enough to have student placement records. 

The placement record of the Ilorth Central Technical Institute's tvo 
year associate degree prograia has had nine graduates. Five of the students 
are employed as salesmen in the field and are lacking traininc in this phase 
of the insurance program . 



TABLE I 



NUl'lBilB /uH) PLRCEIITAGS OF 
QUESTIOI.'iIAIRES SENT TO 
IKSURAI^iCK co.'.'pa:;is3 



COMPAIJIES V/KO PJiSPOHDED TO 
IIISURAIICiC COKPAIIIES AlID 
CONTACTED PERSONALLY 





Number 


Percent 


Possible Responses 


169 


100 


Companies V/ho Did Not Respond 


68 


Uo 


Corapanies \Vho Returned Unusable Questionnaires 


18 


11 


Companies \Iho Returned Usable Questionnaires 


83 


U9 



One hundred sixty-nine letters were sent to riernbers of the Insurance Conpany 
Education Directors Society. Forty percent or 68 of these insurance companies 
did not respond. Eighteen questionnaires that vere returned were not usable. 
Forty-nine percent or 83 insurance companies returned usable questionnaires. 
The results of this study are based on the responses of these G3 insurance 
companies. 
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TABLE II 



APPKOXIMATF ^ EMPLOYED IN RESPECTIVE 

CATEGORIE. rUAI^ A FCUR^YJilAR DEGREE AS 

USTi'.u m KESPONDING COMPANIES 



TOTAL NUMBER NUMBER EMPLOYED 

EMPLOYED (in WITH IRSS THAN 

all areas) A POUR YEAR PERCENT 



Claims 3888 



Underwriting 73570 3181 



Sales 3202 



Other 5573 8 



TOTAL 7J570 15,844 21% 



Two-year Now Employed 

A total of twenty-one percent of the people employed by the responding 
eighty- three insurance companies have less than a four year deqree. The 
majority (8%) of these were employed in the other cateqory. Five percent 
were employed in the Sales and Onderwritinq Departments. 
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PRODUCT LllffiS 



The product lines heindled by the eighty-three insurance companies 
vere divided into tv^o major divisions, Casualty and Life. Many of the 
companies handled both major product lines of insurance. 

Property insurance vos handled by seventy-six percent of the 
respondents to the survey, The second most popular type of insurance 
handled was inland marine in^iurance. Seventy-four companies handled 
this type of insurance. Auto insurance vas sold by seventy-one 
percent of the companies responding to the questionnaire. 

Public liability vas the fourth most popular type of casualty 
insurance handled. Sixty-six percent of the companies offered this 
type of insurance to their customers. Sixty-one percent of the 
companies handled crime insurance and individual life insurance 
policies. 

Forty-nine percent of the companies sold workmen's compensation 
insurance. Group life insurance was sold by fifty-one percent of the 
firms participating in the insurance study, Forty-seven percent of 
the firms handled group accident and health insurance policies. 
Pensions and annuities and estate planning was available from 
forty-three percent of the insurance firms that participated in this 
study. 

If the employment opportunities were related to the popularity 
of instirance company product lines, then the students need to be 
prepared in the field of property, auto, inland marine, public liability, 
crime, and individual life insurance. The product lines vere handled 
by more than sixty of the respondents. 
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TABLE III 



PRODUCT LINES HATIDLED nv EiraTY-THREE INSURAtJCE RESPONDENTS 



NUMBER PERCENT 



Casualty 



Workmen's Compensation 49 59 

Public Liability 55 66 

Property Insurance 63 76 

Auto Insurance 59 71 

Crime Insurance 51 61 

Inland Marine 61 74 



Life 



Individual 51 61 

Group 42 51 

Group Accident and Health 39 47 

Pensions and Annuities 36 43 

Estate Planninq 36 43 



loth large and snail insurance companies vere surveyed in order 
that the insurance prograni became better Known. This also ge.ve the 
North Central Technical Institute a better opportunity to prepare 
the graduates for employnent enyvhere in the United States . 

Twer orcent of the firms had between IQO and 300 employees. 
?st .^roup of firms that responded indicated eighteen 
^.^x^ent hau more than 1500 employees in the insurajice field. Sixteen 
percent of the firms participating had 50 employees or less. Between 
300 and 600 people were employed by fifteen percent of the eighty-three 
insurance company respondents . 

Thirteen percent of the companies responding employed between 
fifty and one hundred people . Eleven percent of the respondents 
employed between 1000 and 1500 employees. The smallest niomber of 
respondents (seven percent) had between 600 and 1000 employees. 

If the eighty-three companies that responded to the questionnaire 
were willing to employ the graduates of the North Central Technical 
Institute's two-year associate degree insurance program, the students 
should then be qualified for any size of firm, 
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TABLE IV 



APPROXI-'(ATE NUMBER OF EMPLOYEES EMPLOYED BY EIGHTY-THREE INSURANCE 

RESPONDENTS 





NUMBER 


PERCENT 


1-50 


13 


16 


51 -100 


11 


13 


101-300 


17 


20 


301-600 


12 


IS 


601-1000 


6 


7 


1000-1500 


9 


11 


Ovet 1500 


IS 


18 


TOTAL 


83 


100% 
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JOB CLASSIFICATIOnS IK WilCH 
n^LOYh?S WOULD EI.IPLOY TWO-YEAI^ GRADUATES 



Seventy-seven percent of the companies responding indicated that 
they would be interested in hiring graduates in the area of claims. 

Seventy- el gilt percent of the respondents stated that they would 
be interested in enploying graduates in the area of underwriting. 
Sixty-four percent of the firms vould be interested in graduates that 
would like to sell insurance. 

Many of the conpe-nies stated that they would hire our graduates 
because tliey had demonstrated an interest in the insurance industry, 
not because of what they had learned. It was found through the personal 
interviews that many companies did not hire for entry level positions 
but for the potential that the individual demonstrates* 

Sixty-six percent of the companies stated that they would be 
willing to employ graduates from a two year associate degree insurance 
pro^ran in oth^r Job categories . 

Following is a list of the specific jobs in the areas of claims, 
underwriting, sales, and other job categories that would be available 
to two-year associate degree insurance graduates from the responding 
conpanies in this study. 
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CLAIMS 



SALES 



Adjuster 

Service Representative 

Service Trainee 

Examiners 

Correspondent 

Inspectors 

App;^aisers 

Office Representative 
Manager 

Residents Clelm Loss Representative 

Loss Adjusf»er 

Damage Appraisee 

Adjuster Trainee 

Senior Claims Representative 

Claims Personal Lines 

Claims Casualty 

Benefit Analysis 

Supervisors 

Senior Claims 

Field Adjusters 

Health Claims 

Loss Examiner 

Consiiltant 

Claims Approver 

Staff Assistant 



UNDERWRITING 

Underwriters 
Assistant Underwriters 
Associate Underwriters 
Resident Underwriters 
Underwriters Junior 
Underwriters Senior 
Underwriters Trainee 
Raters 

Policy Service Meuiager 

Assistant Meinager of Underwriters 

Supervisions 

Examiners 

Consultant 

Appraisers 

Office Auditor 

Correspondents 

Auto Underwriter 

Tire Underwriter 

Junior Assistant 

Screener 

Junior Auto Underwriter 



Luml)er Fieldmen 
Salesman 
Special Agents 
Sales Agent 
Agent Fieldmen 
Sales Clerk 
Customer Service 
Trainee 

Capti^ Afrent'^ 

Distxicu ^eules Representative 

SeJ-es Correspondents 

Indirect Sales 

Home Office Representative 

Special Agent 

Independent Agent 



p TOER 

Personnel 

Accounting 

Data Processing 

Machine Operator D. ?• 

Raters 

Clerical 

Services 

Mail Je Supply Supervisor 
Office Management 
Supply Manager 
Traffic Manager 
Field Inspection 
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TABLE V 



JOB CLASSIFICATION IN I^IICH EIC7HTY -THREE RESPONDENTS WOULH) EMPLOY 
• GRADUATES FROM A T^70-yEAR ASSOCIATE DEGREE INSURANCE PROHRAM 



NUMBER PERCENT 

CLAIMS 64 77 

UNDERI'/RITING 65 78 

SALES 53 64 

OTHER JOB CATEGORIES • 55 ge 
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IirDIVlDUAL COURSE RESULTS 



The resxilts of the study concerning each of the cou):sgs in the 
two-year Associate Degree Insurance procran vere tabulated according 
to the areas in which the responding companies indicated interest in 
hiring the graduates . Each course was evaluated in terms of knowledge 
considered essential and non-essential for performance on the Job. 
Frequency used, daily, weekly » or montly> was also surveyed in regard 
to each course that is reuired of each of the graduates. There was 
a close relationship between the knowledge that was considered essential 
asnd frequently used whether it be daily or weekly • 



PRIKCIPLLS OF INSURANCE 



Whether the companies were hirinf^ in all three areas of 
emphasis, underwriting', claiins, soles oi* only underwriting and 
claims, they all favored the essential knowledge of the principles 
of insurance course. This knovr ledge would be used daily ty the 
majority of the insurance companies surveyed. 
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TABLE VI 



THE VALUE GIVEN BY RESPaJDIMG CO^TPM-^IES TO THE C0UP5E IN THE CURRICULUM 
PRINCIPLES OF INSUPANCE AS '^HAT COURSE /^J^PLIES TO UtJDERWRITING 

CLAIMS AND SALES 



Knowledcre 
Essential Non Essential 


FrequGntly Usee 
Dailv Weekly 


i 

Monthlv 


No. Per 
Cent 


No% Per 
Cent 


No% Per 
Cent 


No. Per 
Cent 


No% Per 


Undervritinej 60 100 
Claims 59 98 
Sale« 59 98 


1 2^ 
1 2 


59 98 
57 95^ 
57 95 


1 2 

2 3 
2 3^ 


1 2 


Underwriting 17 100 
Claims 17 loo 




15 88 
14 82 


2 12 
2 12 


1 6 


Claims 4 100 




4 100 






Sales 2 100 




2 100 







Responses were categorised by fims that enploy personnel in three 
areas: Underwriting ^ Claims, and Sales, by firms that employ in 
only two areas, Underwriting and Clains, and by firms thet enr-loy 
only Clains personnel or Sales personnel • 
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The Life and Health Insurance course value appeai^ed to ve.ry 
vith the type of insurance company that was doing the hiring. The 
companies that v/cre willins to hire in the areas of underwriting, 
claims, and sa-lec vore divided in their feelines ref^ardinf; the 
Life and Health Insurance course • The course was considered 
essential for forty --ei^ht percent of the uudervrriters of their 
firm, and was used daily hy forty-five percent and weekly by 
five percent of then*, Tlie other fifty-tv/o percent considered the 
course non-essential because it was used nionthly by fifty percent 
of their underwriters. Fifty-eight percent of the claims department 
personnel found that it was not essenticl because fifty-eipht percent 
of the time the information was used only nonthly. The Life and 
Health Insurance course was essential to sixty-three percent of the 
salesnen of their companies and was used daily by fifty-ei^ht percent 
of them, and weekly by the other five percent. 

The companies that expressed interest in hiring in the areas of 
underwriting and claims felt the sane regardinf^ the essentialness of 
the Health and Life Insurance course. They differed only in how often 
the information was used by their two departments. Sixty-five percent 
of the underwriters used the information monthly. Fifty-three percent 
of the claims people needed the Life and Health Insurance course daily 
whereas twelve percent used it weekly and the other thirty-five percent 
used it monthly . 

The companies that were hiring only for the claims department felt 
the Life and Health Insurance course was not essential as its information 
was used monthly. 

The Life and Health Insurance knowledge was considered essential for 
companies interested only in hiring in the area of sales* The companies 
were equally divided as to whether the information was used weekly or 
dally. 
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TABLE VII 



THE VALUE GIVEN BY RESPONDING COMPATJIES TO TllE COURSE IN THE CURRICULUM 
LIFE MD HEALTH INSURANCE AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES. 





Knowledge 
Essential Non 


Essential 


Frequently Used 
Daily Weeklv Monthlv 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


Underwriting 


29 


48 


31 


52 


/J / 


A C 




c 
o 






Claims 


25 


42 


35 


58 


23 


38 


2 


3 


35 


58 


Sales 


38 


63 


22 


37 


35 


58 


3 




22 


37 


Underwriting 


14 


82 


3 


18 . 


11 


65 


2 


12 


4 


23 


Claims 


14 


82 


3 


18 


9 


53 


1 


12 


6 


35 


Claims 


1 


li 


3 


75 


1 


25 




3 


75 


Sales 


2 


100 




1 


50 


1 


50 





Responses were categorised by firms that employ personnel in three 
areas: Undervritinc, Claims, and Sales, by fims that employ in 
only two areas, Undervritin^ and Claims, and by firms that emt)loy 
only Claims personnel or Sales personnel. 
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PROPERTY IIISUBAI'ICE 



The value of the Property Insurance course varied not only vith 
the type of insurance company but also with the dep&rtnents within 
th^air firms . 

Those fims that vere interested in hiring in all three areas, 
undervriting, claims, and sales, felt that the course vas of essential 
value to eighty-eicht percent of the wdervrriters , ninety percent of 
the claims personnel end ninety- two percent of the sales personnel. 
The other firms felt that the Property Insurance course vas not essential 
to tvelve percent of their underwriters, ten percent of their clains 
departments, and eifht. percent of their sales departments. The 
undenrriting departr.ents used the information daily in eighty-three 
percent of the companies, weekly in five percent of the companies, 
and monthly in tvrelve percent of the compcmes responding to the study. 
Property Insurance was of value to the claims department daily in 
eighty-five percent of the companies, weekly in five percent of the 
companies, and monthly in ten percent of the companies. The sales 
departments used the information daily in ei/^hty -seven percent of the 
companies, weekly in five percent of the companies, and monthly in 
eight percent of the companies . 

The companies that indicated an interest in hiring for the 
underwriting and claims departments agreed all the v:ay down the line. 
The Property Insurance course was considered essential to seventy-six 
percent of both departments and non-essential to twenty-four percent 
of the departments • Sixty-five percent of the underwriting and claims 
departments used the infoiTiation daily, six percent used it weekly, 
and twenty-nine percent used it monthly. 

The companies that were hiring only in the claims or sales areas 
felt the Property Insurance course vas essential to one hundred percent 
of their respective personnel "because the information V8,s used daily. 
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TAP-LE VIII 



THE VALUE GIVEN BY RESPO?^DING COMPANIES TO THE COUFSE IN THE CURRICULUM 
PROPERTY INSURANCE AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 





Knowledge 
Essential Non 


Essential 


Frequency Used 
Daily Weekly 


Monthl 




No. 


Per 
Cent 


No. 


Per 
Cent 


No; 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cen 


Underwriting 


53 


88 


7 


12 


50 


83 


3 


5 


7 


12 


Claims 


54 


90 


6 


10 


51 


5i 


3 


5 


6 


10 


Sales 


55 


i' 


5 




52 


87 


3 


5 


5 


8 


Underwriting 


13 


76 


4 


24 


11 


65 


1 


6 


5 


29 


Claims 


3 


76 


4 


24 


11 


65 


1 


6 


5 


29 


Claims 


4 


100 


1 


4 


100 






Sales 


2 


ICQ 




2 


100 







Responses were categorized by firms that employ personnel in three 
areas: Undervriti.-g, Clair.s., and Sales, by firms that employ in 
only two areas, Under^^riting and Claims, and by firas tha.t employ 
only Claims personnel or Sales personnel. 



CASUAL-TY II:SUPAi:C£ 



The value of the Casualty Insurance course varied fron seventy-six 
percent to one hundred percent essential by the coiapanies that responded 
to the study. 

These finris that expressed interest in hiring graduates for the 
underwriting, clains , and sales departments felt that the Casualty 
Insurance course vas essential to eighty-five, eighty-seven, and 
eighty-eight percent of their personnel respectively. This information 
vas used daily by eighty percent of the underwriter j eighty-four percent 
of the claims personnel, and eighty-two percent of the salesraen. The 
rest of the firms felt that the Casual tjr Insurance coxirse vas not 
essential to fifteen percent of their underwriting departments because 
the information vras used only monthly by seventeen percent of them. 
Thirteen percent of the claiims departments of the other conpanies used 
the Casualty Insurance course information only monthly. Twelve percent 
of the sales departjaents of the companies also use the Casualty Insurance 
information only monthly. 

The corapanies that expressed interest in hiring graduates for the 
underwriting and claiiris departr.ents felt that the Casualty Insurance 
course vas essential to seventy-six percent of their personnel because 
it was used doily by fifty-nine percent of the claims people* Txv^enty-four 
percent of the compeinies felt it vas not essential to twenty-four percent 
of their underwriters or claims people because the property insurance 
knowledge was used monthly by only thirty-five percent of their personnel. 

The companies that expressed interest in hiring only claims or sales 
people agreed that the Property Insurance course was essential to their 
people because this knowledge was used daily. 



TABLE IX 



THE VALUE GI^/EN BY RESPa4DING COMPANIES TO THE COURSE IN THE QJRRICULUM 
CASUALTY INSURANCE AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 





Knowledqe 
Essential Non 


Essential 


Frequency Used 
Daily Weekly 


Month 1 




No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cer 


Underwriting- 


51 


85 


9 


15 


48 


80 


2 


3^ 


10 


17 


Claims 


52 


87 


8 


ii 


50 


84 


2 


3^ 


8 


13 


Sales 


53 


88 


7 


12 


49 


82 


3 


5 


7 


12 


Underwriting 




/ D 


4 


24 


XO 


by 


1 


6 


6 


35 


Claims 


13 


76 


4 


24 


9 


53 


2 


12 


6 


35 


Claims 


4 


100 




4 


100 






Sales 


2 


100 




2 


100 







Responses were categorized ty firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that employ in 
only tvo areas , Underwriting and Claims , and by firms that employ 
only Claims personnel or Sales personnel. 



iiisuEAiJCE a::d adju5Ti::g 



The value of the Insurance and Adjusting course varied vith the 
type of insurance handled hy the companies responding to this insiu-ance 
study. Those firms that expressed interest in the graduates for their 
underwriting, claiias, and sales departnents expressed a range of 
difference in the value of the Insurance and Adjusting course. Fifty- 
eight percent of the underwriters use this course knovledf:e daily j 
twenty-eight percent of the tine, vhereas the other thirty-three 
percent used it only veekly. Forty-two percent of the underwriters 
felt the course was not essential "because they used this information 
only monthly, thirty-eight percent of the time. The claims personnel, 
however, felt this course was of essential value to eighty-seven percent 
of them "because this information used daily by eighty-three percent of 
the firms and weekly hy three percent of the firms . Only thirteen 
percent of the claims departments felt this information was not essential 
"because it was used only monthly. Sixty- five percent of sales departments 
of these firas felt that the Insurance and Adjusting course was essential 
to them as the information was used daily by forty percent of the firms 
and weekly by twenty percent of the firms , Thirty-five percent of the 
firms considered the course not essential to their sales departments 
because it was used only monthly "by forty percent of the firms , 

Those companies responding to the study that were interested only in 
hiring for their underwriting and claims departments felt that Insurance 
and Adjusting course was essential to eighty-tt-ro percent of their claims 
departments. Their claims departnents used this knovrledge daily in 
fifty-nine percent of the firms and weekly in eighteen percent of the 
firms. The course was of essential value to forty-one percent of the 
underwriting departments because thirty-five percent used this information 
daily and twelve percent used it weekly. The remaining fifty-nine percent 
of the underwriting departments did not feel the Insurance Adjusting 
course was essential because its knowledge was used only monthly by 
fifty- three percent of the departments. 

The firms that expressed interest in hiring grsduates only in the 
claims area were in one hundred percent a^jreement regarding the necessity 
of the Insurance and Adjusting course because of the daily use of this 
knowledge . 

The sales firms were equally divided as to whether the Insuraxice 
and Adjusting course was essential or not essentials 



TABLE X 



THE VAHJ2 GIVEN BY RESPONDING COltPANIES TO THE COURi^E l\i TllE CURRICULUM 
INSURANCE AND ADJUSTING AS THAT COURSE APPLIES TO UliDERWRITIIIG 

CLAIMS AND SALES 





Knowledge 
Essential Non Essential 


Frequency Used 
Daily Weekly 


Monthlv 




No. 


Per 
Cent 


No. Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


Cer 


Underwriting 


35 


58 


25 42 


17 


28 


20 


33 


23 38 


Claims 


52 


87 




50 


03 


2 


2 


8 13 


Sales 


39 


65 


21 35 


24 


40 


12 


20 


24 40 


Underwriting 


7 


41 


10 59 


6 


35 


2 


12 


9 53 


Claims 


14 


82 


3 18 


10 


59 


3 


18 


4 23 


Claims 


4 


100 




4 


10,0 






Sales 


1 


50 


1 50 1 


i 


1 


50 


1 50 



Responses vere categorized by fir:.-.s that employ personnel in three 
areas: Undervriting, Claims, and Sales, by firms that enploy in 
only two areas, Undervriting and Clai^is , and by firms that employ 
only Claims personnel or Sales personnel. 



ERIC 



-25- 



IIISira/JJCE PROC'?A'?!Ii:C' 



The value of the Insurance Frogrargiing course appeared to very 
with the department of enplo^'ntint rather than the tyv^e of insurance 
handled by the companies • 

Those firr^s that expressed interest in the tvo year Associate 
Degree Insurance graduates for their i^der^vriting, clain, and sales 
departments valued the course in relation to their personnel's contact 
with the puhlic. Insurance Progranninc "w-as not considered essential 
to fifty-oight percent of the underwriters because the knowledge 
was used only r.onthly- The other forty -two percent of the fims 
felt their underwriters needed the Insurance PrograrjiiinG course 
because the knovledge vas used daily hy twenty-eig;ht percent of the 
firms and weekly by thirtee'^ percent of the firms . The course was 
not essential to seventy-eig^nt percent of the clains departments as 
it was used only monthly in eighty percent of the f iras • Twenty-two 
percent of the claitis departments felt that the Insurance Programming 
course knowledge was essential as thirteen percent of then used it 
daily and the otlier seven percent used this infomation weekly. The 
Insurance Procrarffiiing course was coiisidered to be essential to 
sixty-three percent of the sales departnents because fifty-two percent 
used this knovrledge daily and ten percent used this knowledge weekly. 
The other thirty-seven percent of the sales departments felt the course 
was not essential because the Insurance Progrcnning course was used by 
thirty-eight percent of the firms only monthly. 

Those firms interested in graduates for their underwriting and 
claims departments differed again from the above finn. Fifty-nine 
percent of the firms felt the Insurance Programing course was essential 
as the knowledge was used daily in twenty-three percent of the firms 
and weekly in twenty-nine percent of the fims . The other forty-one 
percent of the firms felt this course was not essential to their 
underwriters as the knowledge was used monthly in forty -eight percent 
of the firms. Forty-seven percent of the claims departments considered 
the insurance programming course essential as it was used daily in 
twenty-three percent of the firms and weekly in twelve percent of the 
firms. The majority of the claims departments (fifty-three percent) 
felt this course was net essential because the information was used 
only monthly by sixty-five percent of the firms . 

There was one hundred percent agreement by those finns that would 
hire only for their claims departments. They felt the Insurance Programming 
course wa^ not essential for their employees* 

The fims hiring only for their sales departments were evenly 
divided on the need for the Insurance Prograrming course. 



TABLF n 



THE ' ALUE GIVEN BY RESPONDING C0M?A2;iES TO THE COURSE Tt; TKS CUWacULUM 
INSURANCE PROGRAMJ^ING AS THAT C0UP5E APPLIES TO UNDEHWklTING 

CIAIMS AND SALES 





























Knowledqe 






Freouency used 








Essential 


Non 


Essential 


Dailv 


Weekly 


Month iv 




No. 


Per 


No. 


Per 


No. 


Per 


No. 


Per 


No. 


Per 






Cent 




Cent 




Cent 




Cent 




Cent 


Underwriting 


25 


42 


35 


58 


17 


28 


8 


13 


35 


58 


PI m<£ 


13 


22^ 


47 


78 


8 


11 


4 


7^ 


48 


80 


Sales 


38 


63 


22 


<3 / 


31 


52 


6 


10 


23 


38 


Underwriting 


10 


59 


7 




4 


22 


5 


£1 


8 


££ 


Claims 


e 


47 


9 


53 


4 


22 


2 


12 


11 


65 


Claims 


4 


100 






4 


100 


Sales 


1 


50 


1 


50 


1 


50 




1 


50 



Responses vere categorised by firms that enploy personnel in three 
areas: Undervriting , Claims, and Sales, "by firms that enploy in 
only two areas, Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 
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The value cf the Introduction to Bisk !'ans£;enent course appears 
to very vith the department that the graduate is er^ployed in according 
to the insurance rirr.s that responded to the survey. 

The group cf firrzs that expressed interest in graduates for 
their undervritir.^ , clair.s , and sales depf^rtncnts felt that 67 percent 
of underwriters needed this hncnrledpo wherce^ thirty-three percent of 
the underwriters did not. The undervriterG in these fims used the 
knowledge daily fifty-three percent of the tine, weekly in fifteen 
percent of tine, and monthly thirty -two percent of the tine. The clains 
personnel need Introduction to Bisk !!enaGenent in thirty-seven percent 
of the firms and did not need it in sixty- three percent of the firms. 
This knowledge was used in sixty-seven percent of the fiins monthly^ 
weekly in fifteen percent of the fims, and daily in eighteen percent 
of the firms • Sixty-«seven percent of the firm felt that Introduction 
to Risk Management was essential to their seles personnel and not essential 
to the other thirty-three percent. Introduction to Risk Ilana^enent is 
used daily in the sales department of fifty-three percent of the firms, 
weekly in ten percent of the firms, and monthly in thirty-seven percent 
of the firms , 

Those firms hirinr; graduates from the insurance program for their 
underwriting and claims screed pretty much with the firms hiring in all 
three areas, Sixty-i'ive percent of these firms felt the Introduction 
to Risk Management was essential for the underwriters and the other 
thirty- five percent felt it was not essential. This information was used 
by the underwriters monthly in fifty-nine percent of the fiins, weekly 
in eighteen percent of the firms , and daily in twenty-three percent of 
the firms. Forty-seven percent of the claims personnel need Introduction 
to Risk Managerjent and the other fifty-three percent of the firms did 
not feel the course wes essential. The course knowledge is used monthly 
in seventy-six percent of the claims departments ^ end the other twelve 
percent of firms used it either weekly or daily. 

Those firms hiring only in the claims area felt that the course 
was not essential "because the information was utilized only monthly. 
Those firms hiring in sales only, felt the Introduction to Risk Manacement 
course vas essential* They were divided, howevet, on how often the 
information vas used, daily or weekly. 
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lABLS XII 



TOE VALUE GIVEN BY PXSP0>JDI!;G COJffAlJIES TO THE COUPSS IN THE CURRIOJLUM 
INTRODUCTION TO RISK MW^AGEflENT AS THAT COURSE APPWES TO UI^DEKI^TING 

Cl-AlllS ATJD SALES 







Knowledcye 






Frequency 


Used 






Essential 


Non 


Essential 


Daily 


Weeklv 


Mont 




NO. 


Per 


No. 


Per 


No, 


Per 


No. 


Per 


NO. 






Cent 




Cent 




Cent 




Cent 




Underwriting 


40 


67 


20 


33 


32 


53 


9 


15 


19 a 


Claims 


22 


37 


38 


62 


11 


18 


9 


15 


40 6 


sales 


40 


67 


20 




32 


53 


6 


10 


22 3 


Underwriting 


11 


65 


6 


35 


4 


23 


3 


18 


10 5 


Claims 


8 


47 


9 


53 


2 


12, 


2 


12 


13 7 


Claims 


4 


100 






4 10 


Sales 


2 


100 






1 


50 


1 


50 

























Responses vere categorized "by firns that employ personnel in three 
areas; Underwriting » Claims, and Sales, by firns that employ in 
only tvo areas. Underwriting and Claims, and by finns that employ 
only Claims personnel or Sales personnel. 
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Those Cfinr.£ir-ies tha^. exrressed ir.terest in hirir.c rrcdueres for 
their under-.-ritin-, clai- , ar.d srles derartr.er.t felt the-, the Business 
Law course vzs rscst es-enticl for their clainis derartr.ent . Eirhtv-three 
percent oi these ccr.r?r.i ^c- stated that the I^usine'ss Lav course va^ used 
dealy sixty^eirhTi percent of the tine, veehly seventeen rercert of the 
tine, and the other seventeen percent felt their clair.G derertnent 
personnel aic not r.eed the business Lav course hecause its" knowledre 
was used only fifteen percent of the tine. 

The Business Lav hnovledge was essential for those insurenee 
firns' under.-ritir.r derartrcnt in fifty-five Percent of the cases as 
the mfometior. is used thirty-two rercent of the tir.e deilv, and 
twenty- two rerce-t of the ti-e weekly by their personnel. Thoy felt 
this mforr-aticn was not essentiel to fo>-t'— five rercent of th'="-'r 
underwritirx- firns as the infoination ve^ needed only cnce a ronth 
in forty-seven percent of the cases. The sales derertnents of these 
firms felt that the Business Law was essential to fifty-eirht percent 
of their personnel a.nd non-essential to forty-two r^ercent of the' rest 
of their personnel. The infomaticr. fror. the course will be used dail^' 
•by thirty percent of the firr.s, weekly by tventy-s-ven percent of the " 
firms, 8Jid nonthly "by forty-three percent of the firr.s. 

Those films expressing desire in the praduates of the two year 
Associate Defiroe Insurance rrocre.- for their undervritin^ and cleans 
departnents felt that Business Law course was essential for the^r 
underwriting departnent in fifty-nine percent of the fims , and for 
their clams aepcrtasnts i : eiphtj-oicht percent of the fiir-.s. TTortv-one 
percentof the finns felt the law course was not essential to their ' 
underwritine or the knowledge is used only nonthly in sixtv-five -ercent 
of the fims. The infomation fron the lav course was not' essential 
to the clainis departnents in twelve percent of the firas as the 
information was needed only nonthly by twenty-three Percent of the 
firms. Sixty-five percent of the claims departnents" used the Business 
Law knovledce daily end the other twelve percent used it weekly 
Seventy-nine percent of the underwritinc departnents needed the law 
course knowledse daily and the other six percent used it weekly. 

_ One hundred percent of the firms hiring in clains felt that the 
Business Law course was essential as the knowledge was used daily 
sevonty-five percent of the tine and weekly in twenty-five percent of 
the cases. 

Those firas hiring onlj- in sales were eauallv divided in their 
opinion concerning the Business Law course. 
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TA3LE nil 



THE VALUE GIVEN BY RESPONDING COMPAI^JIES TO THE COURSE IN THE CURKICULUM 
BOSIIIESS LAW AS THAT COJl^h APPLIES TO U\^nERWRlTING 

CLAIMS AND SALES 



Ktxovledge 
Essential Non Essential 



No. Per No. Per 



Frequency Used 
Daily Weekly 
No. Per No. Per 







Cent 




Cent 




Cent 




Cent 


C 


Underwriting 


33 


55 


27 


45 


19 


32^ 


13 


22 


28 47 


Claims 


50 


83 


10 


17 


41 


68 


10 


17 


9 IS 


Sales 


35 


58 


25 


42 


18 


30 


16 


27 


26 43 


Underwriting 


10 


59 


7 


41 


5 


29 


1 


6^ 


11 65 


Clainis 


15 


88 


2 


12 


11 


65 


2 


12 


4 23 


Claims 


4 


100 




3 


75 


1 


25 




Sales 


1 


50 


1 


50 




1 


50 


1 50 



Responses vere categorized by firms that eaploy personnel in three 
areas: Underwriting, Clains, and Sales, by firms that employ in 
only two areas. Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 
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AccoiriniiG I 



One other question I vas trying to clear up was vhether or not 
tvo senesters of accour-tinf; is needed* !'cst everyone I intervieved 
felt they needed one course in Accountin£^. I'ost €ver;/one agreed thet 
any good husiness background would cive a student tvc senesters of 
Accountir^ even thou^^h it was not needed for ^ob entrrr. 

One of the nost controversial courses in the Insurance associate 
degree prograr: is the Accounting I course knouledre. Those fims 
hiring in underv^ritin^, clairis, and sales departments appeared to 
be in favor of tho Acco^^^xin^ I course knovlodre. Fiftjr-seven percent 
of the underwriters -used this rinowled/re daily in thirty-three percent 
of the firnis and veekly in thirteen percent of the finns . Forty-three 
percent of the undervritins departnents felt that Accounting I vas not 
essential as the information \tss used only nonthly in fifty-three 
percent of the cs^es. The clains depertr.ents vere about enuelly divided, 
forty-five percent said yes, Accounting I vas essential, and fifty-five 
percent said no. Accounting I was not essential. The Acccuntin^r I 
knowledge was used dail;'- by tv^nty-ei^ht percent of the fims, weekly 
by thirteen percent of the fims, and monthly by fifty-eirht nercent 
of the finzs. It appears that the sales depcnnents need the Accounting I 
course in sixty-seven percent of the fir:.is , as the knowlodse is needed 
forty-five percent of the time daily and weekly in twenty percent of the 
ti^ie. Thirty-three percent of ■ the firr.s felt this knowledge was not 
essential to their sales depaxtnent as the knowledge was used only once 
a month in thirty-five percent of the firras. 

Those firms interested in hiring for their underwriting; and clains 
departments felt r.ore strongly about the Accountinc I course. Sixty-five 
percent of the fims felt that it was essential as the knowledge was used 
daily in eighteen percent of the cases end weekly in twenty-nine percent 
of the cases. It vas not essential for thirty-five percent of the 
underwriting firos as the knowledge uas used only nonthly in fifty-three 
percent of the cases. Seventy-six percent of clains departments used 
the Acccuiiting I knowledge twenty -nine percent of the time daily, and 
forty- two percent of the tine weekly. Seventy-four percent of the firms 
felt the Accounting I course vas not essential as the information vas 
used only nonthly in twenty-nine percent of the cases. 

Those hiring only in the clains area are one hundred percent in 
favor of the Accoxmting I course. The knowledge is used daily in 
seventy-five percent of the cases and weekly in twenty-five percent 
of the cases . 

Those firms hiring only in sales felt that the Accountinc I course 
vas not essential as the infornation was used only monthly. 
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One of the qiiestior.s that this study attempted to clear up 
was vhether or not two ^re&rs of accounting vas essentieQ. or needed. 
The results of the ?ersoi;&l intervievs shewed thr.t one course vas 
considered essential- Most ever^''one agreed that any good business 
background vould £ive a student two semesters of accounting even 
though it was not needed for job entry. 
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TABLE XIV 



THE VALUE GIVEN BY RESPO^IDING COf^ANIES TO THE COURSE IN THE CURJ. CULUM 
ACCOUNTING I AS THAT COURSE APPLIES TO UNDERI7RITING 

CLAIMS AND SALES 



Knowledge 
Essential Non Essential 
No- Per No. Per 







Cent 




Cent 




Cent 




Cent 




Cent 


Undervriting 


34 


57 


26 


43 


20 


33 


8 




32 


53 


Cledms 


27 


45 


33 




17 


2£ 


8 


13 


35 


58 


Sales 


40 


67_ 


20 


33 


27 


45 


12 


20 


21 




Underwriting 


11 


65, 


6 


35 


3 


1£ 


5 


29 


9 


53 


Claims 


13 


76 


4 


24 


5 


2£ 


7 


42^ 


5 


29 


Claims 


4 


100 




3 


75 


1 


25 




Sales 


2 


100 








100 



Frequency Used 
Daily Weekly 



Monthly 



No. Per No, Per No, Per 



Responses vere categorized ty firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that employ in 
only two areas. Underwriting and Claims, and hy firms that employ 
only Claims personnel or Sales personnel » 
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BUSINESS STATISTICS 



The need for the Business Statistigs course varies vith the 
department in which the graduate is employed as well as the type 
of firm that employed thera. 

Those firms hiring graduates for their underwriting, claims, 
and sales departments shoved variances in essentialness of 
Business Statistics );nowledge hy department. Fifty-five percent 
felt that Business Statistics vas essential for underwriting 
whereas forty- five percent felt it was not. The course knowledge 
is used daily thirty-three percent of the time, weekly seventeen 
percent of the time, and monthly fifty percent in their underwriting 
departments.. In the claims area, thirty-three percent indicated 
it was essential whereas sixty-seven percent of the firms felt tu^^t 
their claims personnel did not necessarily need Business Statistics. 
Seventy-three percent of the tisne this knowledge was used only 
monthly, fifteen percent of the claims personnel used Business 
Statistics daily and the other twelve percent used the knov;ledge 
weekly. The sales department vas a reverse split of the underwriting 
department with forty-five percent considering Business Statistics 
essential and the other fifty-five percent feeling that it was not 
essential. The sales personnel used the courses knovledp.e monthly 
fifty-three percent of the time, and the other twenty-three percent 
used it either daily or weekly. 

Those firms hiring for claims and undenrriting only showed 
exact reverse splits. Forty-seven percent felt it was essential 
for underv;riters and the same percent felt it vas non-essential 
for the claims department. Fifty-three percent felt Business Statistics 
was essential for claims and fifty-three percent felt it was not 
essential for undervrriters . The underwriters used this knowledge 
seventy percent of the time once a month, six percent of the tine 
daily, and twenty- four percent of the time once a week. The claims 
personnel made use of Business Statistics once a month sixty-four 
percent of the time, and the other eighteen percent used is either 
dally or weekly. 

Those firms hiring only for claims felt that the Business 
Statistics course was not essential because the information was 
needed only monthly. The firms hiring for sales only were equally 
divided regarding the Business Statistics course. 
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TABLE XV 



THE VALUE GIVEN BY RESPONDING COMPANIES TO THE COURSE IN THE CURRICULUM 
BUSINESS STATISTICS AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 







Knowledge 






Frequency Used 




Essential 


Non Essential 


Daily 


Weekly 


Monthly 


■ 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. Per 

Cent 


Underwriting 


33 


55_ 


27 


45 


20 


33 


10 


17 


30 50 


Cladins 


20 


33^ 


40 


67 


9 


15 


7 


12 


44 73 


Sales 


27 


45 


33 


55 


14 


23 


14 


23 




Underwriting 


8 


47 


9 


53 


1 


6 


4 


24 


12 70 


Claims 


9 


53_ 


8 


47 


3 


18 


3 


18 


11 64 


Cldiins 


4 


100 






4 100 


Sales 


1 


50 


1 


50 




1 


50 


1 50 



Responses vere categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by fims that employ in 
only two areas, Underwriting and Claims, and by fims that employ 
only Claims personnel or Sales personnel. 
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r4ATlI OF FIHAIiCi: 



It is most interestinc to note that although the firms responding 
to the survey felt that Business Statistics on the whole vas essential, 
they appear not to feel the sane voy about the Math of Finance course. 

Those firms hiring for their underwriting, claims , and sales 
departments as a vrhole felt the Math of Finance course we5 not essential 
for the underwriters sixty-seven percent of the tine, for the claims 
personnel seventy-eight percent of the tine, and for the salesmen 
seventy-seven percent of the time. Thirty-three percent of the firms 
felt that their underwriters needed Math of Finance, twenty-two percent 
felt that claims needed the course , and twenty-three percent felt that 
their claims needed the course, and twenty -three percent felt that 
their salesmen needed it. In the undenrriting department Math of 
Finance is used daily in tventy-two percent of the firms, used weekly 
in ten percent of the firms, and monthly in eighty-seven percent of 
the firms. Seventy-eight percent of the claims departments used the 
coilrse monthly, five percent used it weekly, end seventeen percent used 
it daily. Tlie salesmen from their firms used Math of Finance seventy- . 
eight percent of the tine once a month, seven percent of the time once 
a week, and fifteen percent of the time daily. 

The firms interested in insurance graduates for their underwriting 
and claims department were almost equally divided in their feelings 
regarding the essentialness of the Math of Finance course* Forty-one 
percent of firms felt that the Math of Finance course was essential and 
the other fifty-nine percent felt that it was not essential for the 
underwriters. The information was used by seventy-one percent of the 
firms monthly and d^ilj'- h^'- tventy-nine percent of the firms in their 
underwriting department. Fifty-three percent of the claims personnel 
need Math of Finance and the other forty-seven percent do not feel the 
Math of Finance course was essential, Tlie course knowledge was used 
monthly by fifty-three percent of the firm's claims personnel, weekly 
by eighteen percent, and daily by twenty-nine percent of them. 

The firms hiring only in claims felt the course was not essential 
as the knowledge was used only monthly. The firas hiring only in 
sales were equally divided once again regarding the Math of Finance 
course necessity* 
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TABLE XVI 



THE VALUE GIVEN BY RESPONDING COMPANIES TO THE COURSE IN THE CURRICULUM 
MATH OF FINANCE AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SATJES 





Knowledge 
Essential Non Essential 


Frequency Used 
Daily Weekly Monthly 




No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


per 
cent 


No. 


Per 
Cent 


Underwriting 


20 


33 


40 


67 


13 


22 


6 


10, 


41 


87 


Claims 


13 


22 


47 


78 


10 


17 


3 


5 


47 


78 


sales 


14 


23 


46 


77 


9 


15 


4 


7 


47 


78 


Underwriting 


7 


41 


10 


59 


5 


29 






12 


71 


Claims 


9 


53 


8 


£7 


5 


29 


3 


18 


9 


53 


Claims 


4 


100 






4 


100 


sales 


1 


50 


1 


50 


1 


50 




1 


50 



Responses were categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that employ in 
only two areas, Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 
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ECONOMICS 



There appeared to "be about an equal split regarding the necessity 
of the Economics course in all the firms that responded to the survey. 

Those' firms hiring foi- underwriting, claims, and sales differed 
in theit- responses according to the departments for which the person 
was hired. Fifty-five percent of the firms felt the.t Economics was 
essential for their imderwi-iters and the other forty-five percent felt 
it Was not essential. The underwriters need this information daily in 
twenty-eight percent of the firms, weekly in thirteen percent of the 
firms, and monthly in fifty-eight percent of the firms. Sixty-three 
percent of the firms in this group did not feel that Economics was 
necessary for the personnel in the claims department whereas the other 
thirty-seven percent felt that it was not necessary. The claims 
personnel used the Economics knowledge daily in twenty percent of the 
firms, weekly in ten percent of the firms and monthly in sixty-eifht 
percent of the firms. Ilie personnel in the sales department needed 
Economics fifty-eight percent of the time, and the other forty-two 
percent of the firms responding to the survey felt the course was not 
essential. Forty-eight percent of the time the infoniation was used 
monthly by the sales personnel and weekly eifrhteen percent of the time, 
and daily thirty-three percent of the time. 

Those firms that expressed interest in the insurance fcraduates 
for their underwriting and claims departments only responded in the 
same matter as the above group. Sixty-five percent of the firms in 
this group said that Economics was essential for their underwriters 
and thirty-five percent felt that it was not essential. The underwriters 
used this knowledge monthly in seventy-six percent of the firms, and 
twelve percent either daily or weekly. The claims personnel needed 
Economics in twenty-nine percent of the firas and the other seventy-one 
percent felt that it was not essential. Seventy percent of the time the 
Economics knowledge was used only monthly, weekly in twenty-four percent 
of the firms, and daily in six percent of the firms. 

Those firms that expressed interest only in claims personnel stated 
that Economics was essential to only twenty-five percent of their 
personnel and not essential to seventy-five percent of the people. The 
usage of this information was seventy-five percent monthly and twenty-five 
percent daily. The sales firms were equally divided in their opinions 
concerning the necessity of the Economics course and the usa^e of its 
knowledge . 
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TABLE XVII 



THE VALUE GIVEN BY RESPa^DING COMPANIES TO THE COURSE IN THE CURRICULUM 
ECONOMICS AS THAT COURSE APPLIES TO UNDEW7RITING 

CLAIMS AND SALES 





Knowledqe 
Essential Non 


Essential 


Prec^uency Used 
Daily Weekly. 


Monthly 




No. 


Per 
Cent 


No. 


Pet 
cent 


No. 


Per 
Cent 


NO. 


Per 
Cent 


No. 


Per 
Cent 


Underwriting 


33 


55 


27 


45 


17 


28 


8 


13 


35 


58 


Claims 


22 


37 


38 


63 


12 


20 


6 


10 


41 


68 


Sales 




DO 




42_ 






11 


18 


*y 


A Q 


unuecwjTj. uxn^ 


11 


65 


6 




2 


1^ 


2 


12_ 


13 


76 


Claims 


5 


29 


12 


71 


1 


6 


4 


24 


12 


70 


Claims 


1 


25 


3 


75 


1 


25 




3 


.75 


Sales 


1 


50 


1 


50 


1 


50 




1 


50 



Responses vere categorized by firms that employ personnel in three 
areas: Undervriting, Claims,- and Seles, by fims that er.ploy in 
only two areas > Undervriting and Clains* and by firms that employ 
only Claims personnel or Seles personnel • 
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ACCOUNTING II 



Accounting II has caused a lot of controversy in the Insurance 
curriculum of the two-year associate degree graduate- 

The firms that vere interested in graduates for their \indervriting , 
sales, and claims departments agreed all the way down the line regarding 
the necessity of the Accoxmting II course. Thirty-seven percent felt 
that the course vas essential for all three departments and the other 
sixty-three percent felt that the course was not essential for the three 
departments. The usage of Accounting II for the underwriters is 
seventy-three percent of the time monthly, weekly eight percent of the 
time, and eighteen percent would use it daily. The claims personnel 
used the knowledge monthly in sixty-eight percent of the firms, weekly 
in twelve percent of the firms, and daily in thirty-seven percent of the 
firms. Sixty-eight percent of the time the knowledge would "be used "by 
the salesman once a month, twelve percent would use it weekly, and the 
other twenty percent would use it daily. 

The group of firms that were interested in hiring personnel for their 
underwriting and claims departments were about equally split for their 
underwriters . Forty-seven percent of the firms felt that the Accounting II 
course was essential, and the other fifty-three percent felt that the 
course was not essential. The Accounting II knowledge was utilized monthly 
in seventy percent of the firms, weekly in twenty-four percent of the 
firms, and daily in six percent of the firms. The claims department 
personnel in sixty-five percent of the firms felt that Accounting II was 
essential and in thirty-five percent of the cases it was not. The knowledge 
of this course is used monthly in forty -seven percent of the firms , 
weekly in thirty- five percent of the firms, and daily in thirty-five percent 
of the firms. 

Those firms which are interested in hiring for only their claims 
department felt that Accounting II was not essential in seventy-five 
percent of the firms, and necessary in twenty-five percent of the firms. 
The usage corresponded exactly in terms of monthly and daily usages. The 
sales firms definitely felt that Accoxmting II was not essential as the 
information vas utilized only monthly. 



TABLE XVIII 



THE VALUE GIVEN BY RESPONDING COMPANIES TO THE COURSE IN THE CURRICULUM 
ACCOUNTING II AS THAT COURSE APPLIES TO LrlDERWRITING 

CLAIMS AND SALES 





Knowledge 
Essential Non Essential 


Prequency Used 
Daily Weekly 


Monthly 




No. 


Per 
Cent 


No. Per 
Cent 


• No. 


Per 
Cent 


No. 


Per 
cent 


No. 


P>er 
Cent 


Underwriting 


22 


37 


38 63^ 


11 


18 


5 


a 


44 


73 


Claims 


22 


21 


38 63 


22 


37 


7 


12^ 


41 


68 


Sales 


22 


37 


38 63 


12 


20 


7 


12 


41 


68 


Underwriting 


8 


il 


9 53 


1 


6 


4 


24 


12 


70 


Claims 


11 


65 


6 35 


3 


18 


6 


25 


8 


47 


Claims 


1 


25 


3 75 




1 


25_ 


3 


75 


Sales 


2 100 






2 


100 



Responses ver'* categorized tjr firns that employ personnel in three 
areas: Unde- -izin^^ Claims, and Sales, by firms that enploy in 
only tvo arc Vnderwritins and Claims, and hy firms that employ 
only Claims . Jonnel or Sales personnel. 
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OFFICS AliD PERSONIIEL MAIIAGEMEIT 



Those firms that expressed interest in hiring graduates for their 
underwriting, claims, and sales departments were about equally split in 
the necessity of the Office and Personnel Management course. This probably 
had some bearing on the department in which the person was employed as 
well as the reDk of the employee within the department* Fifty-three 
percent of the firms felt that Office and Personnel Manap;ement was not 
essential and forty-seven percent of the. firms in this group felt that 
the course was essential for the personnel in their underwriting department. 
The underwriters made use of the course knowledge monthly in fifty-three 
percent of the firms and either daily or weekly in the other twenty-three 
percent. The claims department personnel felt the Office and Personnel 
Management course was needed in forty percent of the firms and was not 
needed in the other sixty percent of the firms. This knowledge was used 
monthly by sixty-three percent of the claims department personnel, weekly 
by fifteen percent of the firms, and daily by the other twenty-two percent 
of the firms. They were about equally split on the necessity of the course 
for -the sales personnel. Forty-five percent said that it was essential 
for their salesmen, and the other fifty-five percent felt that it was not 
essential. The Office and Personnel Management knowledge was used only 
monthly by the salesmen in fifty-five percent of the firms, weekly in 
twenty-^two percent of the firms, and daily in twenty-three percent of the 
firms . 

The insurance companies that expressed interest in hiring for their 
underwriting and claims departments only held similar views. Forty-seven 
percent said that it was essential for their underwriters and claims 
personnel and fifty-three percent said that the course was not essential. 
The underwriters used this information monthly in fifty-nine percent of 
the firms, weekly in twelve percent of the firms, end daily in twenty-nine 
percent of the firms* The claims personnel made use of the Office and 
Personnel Management knowledge monthly in fifty-three percent of the firms, 
weekly in twenty-nine percent of the firms , and daily in eighteen percent 
of the firms. 

The insurance companies hiring only for the claims department felt 
that seventy-five percent of the time the course was not essential and 
was essential in tventy-five percent of the cases end the use of the 
knowledge corresponded to these results. The firms that were hiring only 
for the sales department were equally divided regarding whether or not 
Office and Personnel Management was an essential course • 
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TABLE XIX 



THE VALUE GIVEN BY PESPONDING COMPANIES TO THE COURSE IN THE CURRICULUM 
OFFICE AND PERSONNEL flANAGEMENT AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 







Knowledge 






Frequency Used 




Essential 


Non Essential 


Dai Iv 


Weekly 


Month Iv 




No. 


Per 


No. 


Per 


No. 


Per 


No. 


Per 


No. Per 






Cent 




Cent 




Cent 




Cent 


Cent 


Underwriting 


28 


47 


32 


53 


14 


23 


14 




32 53 




24 


12. 


36 


60 


13 


22 


9 


15 


38 63 




27 


45 


33 


55 


14 


21 


13 


21 


33 55 


unQexwrx uxng 


o 


H i 






5 


29 




12 


XU D 7 


Claims 


8 


£7 


9 


53 


3 


18 


5 


29 


9 53 


Claims 


1 


25 


3 


75 




1 


25 


3 75 


Sales 


1 


50 


1 


50 


1 


50 






1 50 























Responses were categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that employ in 
only tvo areas. Underwriting and Clains, and by fims that employ 
only Claims personnel or Sales personnel. 



BUSINESS MACHINES 



The firms that were interested in grades for their underwriting, 
claims, and sales departiaont felt as a whole that the Business Machines 
course was not essential for the two year associate degree graduate. 
The underwriters in thirty-seven percent of the firms needed this 
knowledge' and in the other sixty-three percent of the firms, this 
course was not considered essential* The underwriters in these firms 
made use of the Business Machines knowledge monthly in fifty-seven 
percent of the firms, weekly in ten percent of the firms, and daily 
in thirty- three percent of the firms. The claims personnel needed 
the knowledge of Business Machines in only twenty-eight percent of the 
firms and the other seventy-two percent felt this course was not 
essential. The claims department personnel made use of the course 
knowledge sixty-seven percent of the time once a moath, weekly in 
thirteen percent of the firms, and daily in twenty percent of the 
firms. The sales personnel did not need the Business Machines course 
in eighty percent of the firms but did need it in twenty percent of 
the firms. The sales personnel made use of the Business Machines 
knowledge monthly in seventy-five percent of the firms, weekly in 
fifteen percent of the firms, daily in ten percent of the firms. 

Those firms that were interested in hiring the insurance graduates 
for their underwriting and claims departments only agreed whole- 
heartedly. Forty-seven percent of the firms said that Business Machines 
was essential and fifty-three percent said that the course was not 
essential. The underwriters made use of the course knowledge monthly 
in sixty-four percent of the firms, weekly in twelve percent and daily 
in twenty- four percent. The claims personnel used the Business Machines 
knowledge monthly in fifty-eight percent of the firms, weekly in 
twenty-four percent of the firms , and daily in eighteen percent of the 
firms. 

Those firms that were interested in either claims personnel or 
sales personnel agreed that the course was not essential because the 
knowledge was used only monthly. 
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TABLE XX 



THE VALUE GIVEN DY RESPONDING COMPANIES TO THE COURSE IN THE CURRICULUM 
BUSINESS MACHINES AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 







KncMledge 






Frequency Used 








Essential 


Non 


Essential 


Daily 




Weekly 


Monthly 




No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 


No. 


Per 
Cent 


No. 


Per 
Cent 


Underwiriting 


22 


37 






20 


3 J 


6 


10 


34 


57 


Claims 


17 


28 




72 


12 




8 


13 


40 


67 


Sales 


12 


20 


48 


§2- 


6 




9 


15 


45 


75 


Underwriting 


8 


47 


9 


53 


4 


24_ 


2 


12 


11 


6£ 


Claims 


8 


47 


9 


53 


3 


18 


4 


24 


10 


58 


Claims 


4 


100 






4 


100 


Sales 


2 


100 






2 


100 



Responses vers categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by fims that enploy in 
only two areas. Underwriting and Claims, and by firms that enploy 
only Claims personnel or Sales personnel. 



PSYCHOLOGY OF miPll RELATIOIIC 



Since each of the personnel in all of the insurance conpanies 
that responded vorks with other individuals, they vere in agreement 
that the Psychology of Human Relations course was essential for their 
prospective employees . 

The firms that expressed interest in hiring graduates for their 
underwriting > claiius and sales departments felt that the course was 
essential as a whole. The firms employing underwriters felt the 
course was essential for seventy-two percent of them and twenty^eipht 
percent of the firms did not feel that the Psychology of Human Relations 
course was necessary. The knowledge of this course was employed daily 
in sixty-five percent of the underwriting departments, weekly in ten 
percent of the firms, and monthly in twenty-five percent of the firms. 
Eighty-seven percent of the claims personnel will need this course for 
employment, while the firms in thirteen percent of the cases did not 
feel this course was essential. The coixrse knowledge will be used 
daily in eighty* three percent of the firms, weekly in three percent of 
the firms, and monthly in thirteen percent of the firms. The sales 
personnel in eighty-two percent of the firms were in need of the 
Psychology of Human Relations course and the other eighteen percent of 
the firms said that it was not essential for employment. In eighty 
percent of the firms, the course knowledge was used daily by their 
salesmen, weekly in three percent of the firms, and monthly in seventeen 
percent of the firms. 

Those firms that were interested in hiring only for their underwriting 
and claims departments agreed one hundred percent in that the Psychology 
of Human Relations was necessary eighty-two percent of the time and not 
essential in eighteen percent of these firms. The underwriters would use 
this knowledge daily in seventy-one percent of the firms, weekly in six 
percent of the firms, and monthly in twenty- three percent of the firms. 
Seventy-one percent of the claims personnel would use the Psychology of 
Human Relations knowledge diaily, weekly in twelve percent of the firms, 
and monthly in the other seventc^en percent of the firms. 

Those companies that expressed interest in hiring insureiace graduates 
only for either their sales or claims department agreed that the Psychology 
of Human Relations course was essential and would be used daily in their 
firms . 



TABLE XXI 



THE VALUE GIVEN BY RESPONDING COMPANIES TO THE COURSE IN THE CURRICULUM 
PSYaiOLOGY OF HUMAJf RELATIONS AS THAT COURSE APPLIES TO UNDERVJRITING 

CLAIMS AND SALES 







Knowledge 








Frequency Used 






Essential 


Non 


Essential 


Daily 


Weekly 


Month Iv 




No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


Underwriting 


43 


72 


17 


28 


39 




6 


10 


15 


25 


Claims 


52 


87 


8 


13 


50 


83 


2 


1 


8 


13 


Sales 


49 


82 


11 




48 


80 


2 


2 


10 


H 


Underwriting 


14 


82 


3 


18 


12 


71^ 


1 


6 


4 


23 


Claims 


14 


82 


3 


18 


12 


71 


2 


1£ 


3 


17 


Claims 


4 


100 




4 


100 






Sales 


2 


100 




2 


100 







Responses were categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that eiuTDloy in 
only tvo_ areas, Underwriting and Claims, and "by firms th8.t employ 
only Claims personnel or Sales personnel. 
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AlffiRICM IWSTITITTIOKS 



The firms included in this study agreed that the American Institutions 
course was non-essential in their firms. Those compaiiies ^hat expressed 
an interest in hiring personnel for their underwriting, claims, and sales 
departments varied in their responses only about eight percent. The 
underwriters needed the course in only twenty percent of the fims whereas 
the other eighty percent stated that the course was not essential for 
employment. The knowledge or the American Institutions course is used 
monthly in eighty-two percent of the firms , weekly in five percent of the 
firms and daily in thii:»teen percent of the fims in their underwriting 
departments. The claims personnel needed the American Institutions course 
in twenty-eight percent of the firms but it was not considered essential 
in seventy-two percent of the firms. The claims department personnel 
would make use of the course knowledge monthly in seventy-three percent 
of the firms, weekly in nine percent of the firms, and daily in eighteen 
percent of the firms . Salesmen need the American Institutions course in 
twenty-seven percent of these firms and it is not considered essential for 
employment ?n seventy-three percent of the firms. The sales personnel 
would meke use of this course knowledge monthly in seventy-three percent 
of the firms, weekly in five percent of the firms and daily in twenty-two 
percent of the firms . 

The insurance companies that expressed a desire to hire students from 
the tvo year associate degree insurance program for their underwriting 
and claims departments only were fairly close in their responses. The 
underwriters would need the American Institutions course in twenty-nine 
percent of these firms end it was not considered essential in seventy-one 
percent of the firms* The course knowledge would be employed monthly in 
eighty-eight percent of the cases and daily in the other twelve percent. 
The claims personnel would need the course in twenty-four percent of the 
firms and it would not be necessary in seventy-six percent of the firms 
in this group. The American Institutions knowledge would be used once a 
month in eighty-twc percent of the firms, weekly in six percent of the 
firms, and daily in twelve percent of the firms in the claims department. 

The companies that were hiring only for claims felt that seventy-five 
percent of the time the course was not essential and the prospective 
employee would need it in the other twenty-five percent of the cases-. The 
information would be used monthly in seventy-five percent of the firms end 
weekly in twenty- five percent of the firms. The sales firms were evenly 
split in regard to the essentiolness of the American Institutions course. 
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TABLE XXII 



TOE VALUE GIVEN BY RESPONDING COMPT^IES TO THE COURSE IN THE CURMCULUH 
AMERICAN INSTITUTIONS AS THAT COURSE APPLIES TO UNDEPJiRITING 

CLAIMS AND SALES* 







Kiic**j.odge 






Frequently Used 






Essential 


Non Essential 


Daily 


Weekly 


Monthly 




No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


Underwriting 


12 




48 


80 


8 


13 


3 


5 


49 


82 


Claims 


17 


28 


43 


72 


11 


18 


5 


9 


44 


73 




16 


27 


44 


73 


13 


22 


3 


5^ 


44 


73 


Underwriting 


5 


29^ 


12 


11 


2 


12 






15 


88 


Claims 


4 


24 


13 


76 


2 


12 


1 


6 


14 


82 


Claims 


1 


25 


3 


75 




1 


25 


3 


75 


Sales 


1 


50 


1 


50 




1 


50 


1 


50 



Responses vere categorized ty firms that employ personnel in three 
areas: Undervriting, Claims, and Sales, ty firms that employ in 
only two areas, Underwriting and Claims, and by firms that employ 
only Clains personnel or Sales personnel. 
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COl^TUNICATIONS I 



All of the firms that responded to the survey seemed to be in 
agreement concerning: the necessity of the Corjnunications I course. 
Every person agreed that a person needs all the training they can 
get in the comnuni cations courses, especially in writing business 
letters, and knovledfe of the use of the dictaphone. Mr. Dick 
Matthisn of the liorthvestern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, felt that Coxamuni cations was most necesseiry 
for the underwriters as they would be going into the field to work 
with the agents. Mr* Harold E. Zielsdorf, Jr. of the General Casualty 
Co. of Wisconsin in Madison, Wisconsin, felt that dictaphone experience 
vas very essential to the prospective insurance graduate. He stated 
that ninety percent of his work was done either on the telephone, 
dictaphone, or calculator. 

Those firms that expressed interest in the graduates from the 
two year as ociate degree insurance program for their underwriting, 
claims and sales departments felt that the Commxaii cations I course 
was very essential. The underwriters need the course in eighty-seven 
percent of the firms and it was not considered essential in thirteen 
percent of the firms. This course knowledge would be used daily by 
the "underwriters in eighty-seven percent of the firms, weekly in three 
percent of the firms, and monthly in ten percent of the firms. The 
claims i ^rsonnel would consider the course essential eighty-seven 
percent of the time and non-essential the other thirteen percent of 
the time . The claims department personnel would make use of the 
Communications I course knowledge daily in eighty-three percent of the 
firms, weekly in five percent of the firms* and monthly in twelve 
percent of the firms. Eighty- three percent of the sales personnel would 
need the course in eighty-three percent of the firms and it would not be 
considered essential in seventeen percent of the fimxs^ Seventy-eight 
percent of the time the sales personnel would be lising the course 
knowledge daily, weekly in five percent of the firms, and monthly in 
seventeen percent of the firms . 

Those insurance companies looking for graduates for their underwriting 
and claims departments only agreed one hundred percent that Communications^ 
was necessary for both departments personne3 . Both departments would use 
the knowlp'^e daily in eighty-two percent of the firms and weekly in the 
other eighteen percent of the firms. 

The two firms interested in either sales only or claims only agreed 
one hundred percent also, CommiAni cations is essential and is utilized daily. 
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TABLE XXIII 



THE VALUE GIVEl^ BY RESP0NDII4G COMPATUES TO THE COURSE IN THE CURRICULUM 
COMMUNICATiaiS I AS TIIAT COURSE APPLIES TO UI^DERl-TRITING 

CLAIMS AND SALES 





























Knowledge 






Frequency Used 








Essential 


Non 


Essential 


Dailv 


Weekly 


Month Iv 






Per 


No. 


Per 


No. 


Per 


No. 


Per 


No. 


Per 






Cent 




Cent 




Cent 




Cent 




Cent 


Underwriting 


52 


51 


8 


12 


52 


87 


2 


2 


6 


10_ 


Claims 


52 


87 


8 


il 


50 


§i 


3 


5 


7 




Sales 


50 


83 


10 


11 


43 


78 


3 




10 


17 


Underwriting 


17 


100 






14 


§1 


3 


1£ 






Claims 


17 


100 






14 


§1 


3 


18^ 






Claims 


4 


100 




4 


100 






Sales 


2 


100 




2 


100 







Besponses were categorized by firms that employ personnel in three 
areas: Underwriting, Claijns, and Sales, by firms that employ in 
only two areas, Underwriting and Claims, and by firas that employ 
only Claims personnel or Sales personnel. 
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COlS-ttJNICATIOIiS II 



Ninety percent of the companies intervieved seemed to be impressed 
vith the curriculum that is "being presently offered and felt that as 
much emphasis as possible should be placed on the Coisaunicatons courses . 

Those companies that expressed interest in the graduates for their 
underwriting, clains , and sales department seened to agree that 
Communications II vas essential. The underwriters would need Comnuni cations II 
in eighty-eight percent of the firms and not necessarily need it in the 
other twelve percent of the firms. The Communications II knowledge voiild 
be utilized daily by the xinderwriters in eighty-seven percent of the firms, 
weekly in five percent of the f irms > and monthly in eight percent of the 
firms. The claims department personnel would need Communications II in 
seventy-eight percent of the firms and not necessarily in twenty-two percent 
of the firms. This knowledge would be utilized daily in seventy-five percent 
of the claims departments , weekly in seven percent and monthly in the other 
eighteen percent of the ■ claims departments. The sales force in seventy-five 
percent of the firms would need the Communications II cotirse and twenty-five 
percent would not considered it &n essential course. In seventy-eight percent 
of the firms, this knowledge would be used daily, weekly in three percent of 
the sales departments, and monthly in the other twenty- two percent of the 
firms responding. 

Those companies that were hiring only for the \inde3rwriting and claims 
departments agreed one hundred percent about the essentialness of the course 
in rlnety-four percent of the cases and not essential in six percent of the 
firmB. The knowledge voxild be utilized daily in both departments in eighty-tvo 
percent of the firms, weekly in twelve percent of the firms, and monthly in 
six percent of the firms . 

Claims and sales firms agreed also one hundred percent in their responses. 
The Communications II course is one hundred percent essential and will be 
utilized daily in one hundred percent of the cases. 
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TABLE XXIV 



THE VALUE GIVEN BY KESPOTDING COMPANIES TO THE COURSE IN THE CURJRICULUM 
COMMUNICATICNS II AS THAT COURSE APPLIES TO UNDEK^iaTING 

CLAIMS AND SALES 







Knowledge 






Frequency 


Used 






Essential 


Non 


Essential 


Dailv 


Weekly 


Honth.ly 




No. 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


Mo. 


Per 
Cent 


No. Pet 


Underwriting 


53 


88 


7 




52 


87 


3 


5^ 


5 8 


Claims 


47 


78 


13 


22 


45 


75 


4 


7 


11 18 


Sales 


45 


75 


15 


31 


45 


21 


2 




13 22 


Underwriting 


16 


94 


1 


6 


14 


82^ 


2 


12 


1 6 


Claims 


16 


94 


1 


6 


14 


82 


2 


12 


1 6 


Claims 


4 


100 




4 


100 






Sales 


2 


100 




2 


100 







Responses vere categorized by firms that employ personnel in three 
aroaiS: Undervriting, Claims » and Sales, by firms that employ in 
only two areas. Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 



PRIIJC1PL2S FOR SAL£SN!Ai;SKI? 



It is interesting to note that although the najcrity of the 
graduates presently employed are employed in the area of sales, 
not one of them has "been required to take a sales course. Yet, 
according to the insurance companies that responded to this survey, 
the Principles of Sales course is one of the essential courses for 
their prospective employees . 

Th^ respondents that expressed interest in the graduates for 
their underwriting, claims, and sales departments felt that the 
course vas not essential for the underwriters in fifty-three percent 
of the firms, hut the other forty-seven percent said yes, the 
Principles of Salesmanship course was essential. The sales knowledge 
is used monthly in fifty percent of the firas, weekly in fifteen 
percent of the firms, and daily "by the underwriters in thirty-five 
percent of the firms . The claims department personnel would need the 
Principles of Sales course in sixty-seven percent of the firms and 
not. need it in thirty-three percent of the firms re j,c)nding to this 
sn^/ey. The soles knowlPfige will be utilized in the claims dc^partment 
dsoily in sixty-two percent of the firms, weekly in ten percent of the 
firms, and monthly in the other twenty-eight percent of the firms. 
The salesmen of these firms would need the Principles of Seles course 
in ninety*-five percent of the firms and it was not considered essentieil 
in the rest of the firms. This knowledge would be utilized daily in 
the sales department ninety- three percent of the tine, weekly in 
two percent of the firms and monthly in five percent of the firms . 

The firms that were interested in hiring only londerwriters and 
claims personnel agreed that the sales course was needed in forty-seven 
percent of the firms and not considered essential in fifty-three percent 
of the firms. The underwriters would use this knowledge daily in 
twenty^'four percent of the firms , weekly in eighteen percent of the 
fiiTns, and monthly in fifty-eight percent of the firas. The personnel 
in the claims department would use the Principles of Sales covirse daily 
in forty-seven percent of the firms and monthly in fifty-three percent 
of the firms. 

Those firms that were interested in hiring only for their claims 
and sales departments agreed that the Principles of Sales course is 
essential and would be used daily in their firms . 
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TABLE XXV 



THE VALUE GI\^N BY RESPC»4pING COMPANIES TO THE COURSE IN THE CURRICULUM 
PRINCIPLES OF SALESMANSHIP AS THAT COURSE APPLIES TO UNDEW^TING 

CLAIMS AND SALES 







Knowledge 






Freguency Us^d 






Essential 


Non 


Essential 


Dailv 


Weeklv 


Monthly 




NO- 


Per 
Cent 


No. 


Per 
Cent 


No. 


Per 
Cent 


No . 


Per 
Cent 


No. 


Per 
Cent 


Underwriting 


28 


47 


32 


53 


21 


35^ 


9 


11 


30 


50 


Claims 


40 


67 


20 


33 


37 


62 


6 


10 


17 


28 


Sales 


57 




3 


5 






1 


2^ 


3 


5 


Underwriting 


8 


47 


9 


53 


4 


24 


3 


18_ 


10 


58 


Claims 


8 


47 


9 


52 


8 


47 






9 


53 


Claims 


4 


100 




4 


100 






Sales 


2 


100 




2 


100 







Responses vere categorisied by firms that employ personnel in three 
areas; Undervritins, Claims » and Sales, by firms that employ in 
only two areas, Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 



fu:;da:<e::?a1;S of s?z:£cii 



The insurance coi::ranies that respor.ded to this survey seer^ed to 
te in agreement regarding the essentialness of the FundanentaJs of 
Speech coiiTse. Those companies that vere interested in hiring 
students for their underwriting, clsiins and sales departments definitely 
were in favcr of having the graduates ccnplete this cc-urse prior to 
enployaent. The underwriters would consider the course essential in 
sixty-tvo percent of the firms as the knowledge was needed daily in 
fifty -eight percent of the fims and weekly in another seven percent. 
The course was not considered necessary for the underwriters in 
tbirty-eight percent of the firms as the information v^s used or ^ 
monthly in thirty-five percent of th'^^ f-}rTns. F.^ > ; • .^.^ percent cl* 
the clajpis personnel would V}r^i .^^.j^d use of the course daily in 
i>x-is.ty-SSVen percent of the firnis and weekly in another eight percent 
of the conipanies . The other twenty-height percent of the respondents 
felt that the course was not essential as the knowledge was used 
monthly in twenty- five percent of the fims. The insurance companies 
agreed in eighty-eight percent of the cases that their salesmen 
definitely needed the Fundamentals of Speech course as it was used 
daily in eighty-three percent of the firms and weekly in the other 
three percent- Twelve percent of the firms felt that their salesmen 
could get along without the course as the Fundamentals of Speech 
knowledge was used monthly in thirteen percent of these f irms • 

The firms that expressed interest in graduates for their underwriting 
ar.d claims departments only agreed one hundred percent that the course 
was essential in sixty-five percent of the firms and not essential in 
the other thirty-five percent. The undertfriters would use the Fundamentals 
of Speech information daily in forty-seven percent of the firms, weekly 
in eighteen percent of the firms and monthly in the other thirty-five 
percent of the firms. The claims personnel would make use of the 
Fundamentals of Speech knowledge daily in forty-one percent of the firms, 
weekly in twenty-four percent of the firms, and monthly in thirty-five 
percent of the firms. 

Those firms that wanted to hire graduates only for their claims 
department felt that the Fundamentals of Speech course was essential 
in seventy-five percent of the cases and not essential in the other 
twenty-five percent. Their personnel would make use of the information 
daily in seventy-five percent of the firms and monthly in the other 
twenty-five percent of the responding insurance companies. The firms 
that expressed interest in hiring only for their sales department felt 
that the course was essential. They did differ, hovrever, in whether 
the course information would be used daily or weekly. 
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TABLE XXVI 



TOE VALUE GIVEN BY KESPONDI!3G COMPANIES TO THE COURSE IN THE CUKRICULUM 
FUNDAMENTALS OF SPEECH AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 







Knowledqe 






Prequ«enr-.' 


Used 








JElssc^tial 


Nor 


Sssentlal 


Daily 








Monthly 






Per 
Cent 




Cent 


No. 


Cent 




cent 


No. 


Per 
Cent 


Dnderwritlner 


37 


62 


23 


38 


35 


58 


4 


7 


21 


35 


Claims 


43 


72 


17 


28 


40 


67 


5 


8 


15 


25 


Sales 


53 


88 


7 


12_ 


50 


51 


2 


I 


8 


13 


Underwriting 


11 


65 


6 


35 


8 


47 


3 


18 


6 


35 


Claims 


11 


65 


6 


35_ 


7 


41 


4 


24 


6 


35 


Claims 


3 


75 


1 


25 


3 


75 




1 


25 


Sales 


2 


100 




1 


50 


1 


50 





Responses vere categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that employ in 
only two areas, Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 
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PRIIiCIPLriS OF FINAIt'Cr: 



There seems to "be a general consensus of c7piuion regarding the 
^ssentialness of the Principles of Finance course. All the insurance 
c<^anies that responded to the survey appear to feel that the course 
is not essential for the prospective employee except the fims that 
expressed interest in hiring only sales personnel. 

The ins\irance companies that expressed interest in the insurance 
grajiuates for their undervriting, claims, end seles departments a^ree 
on the noH'-essentialness of the Principles of Finance course. The 
TUiderwiters consider the cc?\;rse non-essentiel in seventy percent of 
the fims as the course knovledce is used monthly in seventy-tvo 
percent of the fims. Thirty percent of the fims feel that the course 
is esseptiai for their underwriters as the information is used daily 
in eighteen percent of the fims and veekly in the other ten percent. 
The claims personnel did not need the course in seventy-five percent 
of the firsis as the course knowledge is used monthly in seventy percent 
of the firms. The other twenty- five percent feel that their personnel 
should heve the course because they need this knowledge daily in seventeen 
percent of the firms and veekly in thirteen percent of the firms . 
Sixty-seven percent of the sales personnel do not feel that the Principles 
of Finence course is essential as the course knowledge is used monthly 
in sixty-eight percent of the firing. The other thirty-- three percent 
feel that their sales personnel should have the course as the information 
is used daily in twenty-^ight percent of the firms and veekly in three 
percent of the firms • 

Those insurance canrpanies that expressed interest in hiring insurance 
graduates from an associate degree two year course for their underwriting 
end claims departments also agreed that the Principles of Finance course 
was non-essential. Se^nty-eight percent of the firms hiring underwriters 
said that the course was non--essential as the information was used monthly 
in eighty-eight percent of the firms. The other eighteen percent that 
expressed interest in hiring underwriters felt that the course was essential 
as the information was utilized daily in twelve percent of the firms. Claims 
personnel in eighty-eight percent of these companies will not need the 
Principles of Finance course as the information is used monthly in ninety-foxir 
percent of their firms. Twelve percent of the prospective claims employees 
will need the course as the information is utilized daily in six percent of 
the firms. 

The firms that were hiring only claims personnel agreed one hundred 
percent that course was not needed as the information is utilized only once 
a month. The sales fims said 1;he Principles of Finance course was essential 
as the information would be used either daily or weekly. 



TA3L2 XT/i: 



TIIE VAIX^ GIVEN 3Y RESPOKDING COItPWIES TO TlIE COURSE IN THE CUHRICULUM 
PRIi:CIPLES OF FIKAT^CE AS THAT COURSE APPLIES TO UI^DERliRITING 

CLAIMS AND SALES 







Kncwledqe 






Frequency Used 








Essential 

No. Per 
Cent 


Non 
No. 


Essential 

Per 
Cent 


Dailv 

No. Per 
Cent 


weeklv 

No. Per 
Cent 


Month Iv 

No. Per 
Cent 


Underwriting 


18 


30 


42 


70 


11 


18 


6 10 


43 


72 


Claims 


15 


£1 


45 


75 


10 


17 


8 13 


42 


70 


Sales 


20 


21 


40 


67 


17 


28 


2 3 


41 


68 


Underwriting 


3 


18 


14 


78 


2 


12 




15 


88 


Claims 


2 




15 


88 


1 


6 




16 


94 


Claims 


U 100 






4 


100 


Sales 


2 


100 




1 


50 


1 50 





Responses vere categorized by firms that employ personnel in three 
areas: Undervriting, Claims, and Sales, by firms that employ in 
only tvo areas. Underwriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel* 
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PRiiiciPLss 0? adveptisii:g 



The Principles of Advertising course is presently an elective 
in the two year Insurance dep'ee program and the najority of the 
respondinc insurance ccnpanies felt that the course vas not essential. 
The fims that expressed interest only in the sales personnel af^reed 
with the najority ree-tarding their feelings ahout the necessity of 
the Principles of Advertising course. 

The insurance companies that responded to the survey that 
expressed interest in hiring prospective personnel for their 'underwriting 5 
claims and sales depaitnents disagreed in terns of the department where 
the person was to be enployed. The undervritin^r departnents woxild not 
need the Principles of Advertising course in ninety-three percent of 
the firms as the infornation would be used monthly in ninety-two percent 
of the firms. Seven percent of the firms said the coixrse was essential 
as the information would be used daily in three percent of the firms 
and weekly in the other five percent. The claims personnel also would 
not need the course in ninety-five percent of the firms as the knowledge 
would be utilized only Lionthly in ninety/* percent of the Cc,ses. In five 
percent of the firms, the claims personnel would be using the knowledge 
from the Principles of Advertising course daily in two percent of the 
firms and weekly in eight percent of the firms* The sales department, 
however, said that the course was essential in sixty -eight percent of 
the firms as the information would be utilized daily in fifty-three 
percent of the firms and weekly in twelve percent of the firms- Thirty-two 
percent disagreed and said the Principles of Advertising course is not 
essential as the information is used monthly in thirty-five percent of 
the cases . 

Those companies that expressed interest in graduates for their 
iuidervriting ajid claims departments a^ree wholeheartedly that the course 
was not essential in ninety-four percent of the firms that the information 
is used monthly in both departments in ninety-four percent of the firms. 
The other six percent of the firms felt that their underwriters end claims 
personnel should have the course as the knowledge wovild be used daily in 
these same firms. 

The insurance companies that were interested only in personnel for 
their claims departments said the course was not essential as the information 
would be used only once a month. The sales firms, however, felt that the 
course was essential as the coiirse knowledge would be utilized weekly in 
their firms. 
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TABLE mm 



THE VALUE GIVEN BY RKSPCe^DING COMPANIES TO T1IE COURSE IN THE CURRICULUM 
PRINCIPLES OF ADVEKTISiriG AS THAT COURSE APPLIES TO Ul^DrJRWRITING 

CLAIMS AND SALES 







KnowLedoe 






Frequency Used 








Essential 


Non 


Essential 


Daily 


Weekly 


Monthly 




No. 


Per 




Per 


No. 


Per 


No. 


Per 


No. 


Per 






Cent 




Cent 












uen u 


Underwriting 


4 


2 


53 


93 


2 


3 


3 


5 






Claims 


3 


5^ 


57 


95_ 


1 


2^ 


5 


8 


C A 
OH 


90 


Sales 


41 


68 


19 


32_ 


32 


53 


7 


12 


21 


25 


Underwriting 


1 


6 


16 


94 


1 


6 






16 


94 


Claims 


1 


6 


16 


94 


1 


6 






16 


21 


Claims 


4 100 






4 


100 


Sales 


2 


100 










2 


100 





























Responses were categorized by firms that employ personnel in three 
areas: Underwriting, Claims, and Sales, by firms that enploy in 
only two areas. Underwriting and Claims, and by rirms that employ 
only Claims personnel or Sales personnel. 
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INTRODUCTIOll TO DATA PROCESSING 



The necessity of the Introduction to Data Processinr course 
appeared to vary with the type of fims and department that the person 
would be employed in. Those firms that expressed interest in graduates 
for their undervrriting, claims, and sales departments disagreed according 
to departments. The undervriter will need the course in fifty-three 
percent of the firms as the information would be used daily in thirty-two 
percent of the fims and weekly in seventeen percent of the firms . The 
course would not be considered essential for the underwriters in^ forty-seven 
percent of the firms as the knowledge will be used only monthly in 
fifty-two percent of the firms. Sixty-seven percent of the claims personnel 
would not need the Introduction to Data Processing course as the knov^led^e 
is utilized monthly in sixty-ei{^ht percent of the cases . The other 
thirty-three percent of the firr.is felt that the course was essential as 
the knowled^^e would be utilized daily in seventeen percent of the firms 
and weekly in fifteen percent of the firms. Seventy percent of the firms 
hiring for their sales departments felt that the course was not essential 
as the knowledge would be utilized monthly in their firms. The other 
thirty percent felt that their salesmen should have the Introduction to 
Data Processing course as the knowledge would be used daily in twenty-two 
percent of the firms and weekly in eight percent of the firms. 

Those firms that wished to hire for their underwriting and claims 
departments were divided in their feelings regarding the necessity of 
the Introduction to Data Processing course. The underwriters felt that 
the course was essential in fifty-three percent of the firms and not 
essential in the other forty-seven percent of the firms. The course 
knowledge would be used by the underwriters daily in eighteen percent of 
the firms, weekly in twelve percent of the firms, and monthly in seventy 
percent of the firms. The claims personnel will need the course in sixty-five 
percent of the fims and not in the other thirty-five percent of the f irms • 
The claims personnel will use the Introduction to Data Processing knowledge 
daily in twelve percent of the fims , weekly in twenty-nine percent of the 
firms, and monthly in fifty-nine percent of the firms. 

The firms that were interested in hiring only either claims or sales 
personnel agreed one hundred percent in the non essentialness of the 
course as the information woxild be utilized only on a monthly basis* 
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TABLE XXIX 



THE VALtJE GIVEN 157^ RESPaiDING COftPANIES TO THE COURSE IN THE CURRICULUM 
INTRODUCTION TO I>ATA PROCESSING AS THAT COURSE APPLIES TO UNDERWRITING 

CLAIMS AND SALES 







Kjriofwledqe 






Frequency 


Used 








Ess 


ential 


Non 


Essential 


Daily 


Meekly 


Month Iv 




No. 


Per 


No. 


Per 


No. 


Per 


No. 


Per 


No. 


Per 






Cent 




Cent 




Cent 




Cent 




Cent 


Underwriting 


32 




28 


47 


19 




10 


17 


31 


52 


Claims 


20 


33 




67 


10 


17 


9 


15 


41 




Sales 


18 




42 


70 


13 


22 


5 


8 




JO 


Underwriting 


9 


53 


8 


47 


3 


18 


2 




12 


70 


Claims 


11 




6 


35 


2 




5 


29 


10 


59 


Claims 


4 


100 






4 


100 


Sales 


2 


100 






2 


100 



Responses vere categorized by firms that employ oersonnel in three 
areas: Underwriting, Claims, and Sales, by firms tha'c employ in 
only tvo areas, Undervriting and Claims, and by firms that employ 
only Claims personnel or Sales personnel. 



CHAPTER IV 



COKCLUSIONS 



The objectives of this study were (l) to obtain information as 
to vrhat extent the Insurance Departnent of the North Central Technical 
Institute is preparing the Graduates for employment, and (2) to decide 
what revisions are necessary or desirable: in the curriculuti accordin^^ 
to the suggestions of insurance employers. These objectives were net 
by surveying 169 insurance companies who were listed as menbers of the 
Insurance Uonpany Education Directors Society and receiving responses 
from 83 of these firms. 

The following .courses in the specific area of Insurance were 
considered essential by a majority of the responding insurance fircic; 
that expressed some interest in the graduates of the North Central 
Technical Institute's two-year associate degree Insurance program: 
Principles of Insurance, Life and Health Insurance, Property Insurance* 
Casualty Insurance, Insurance and Adjusting, Insurance Programming, 
and Introduction to Risk Management. 

More than fifty percent of the responding insurance companies felt 
that the Business Law course was essential for the people in the claims 
department but not so essential for those employed in underwriting or 
sales. Accounting I, Psychology of Human Relations, and Communications I 
and II were considered essential for all prospective employees in all 
departments. These results agree with Mr. Ralph Simons^j Toronto 
Regional Manager of London Life, who feels that the development of a 
positive attitude is more important than training in technical competence 
and developmental skills. His firm does not believe that the distribution 
of techniceil inforiaation is a substitute for the development of skills 
or attitude, but they have found that the people who have developed a 
good attitude have had an automatic desire for skill and technical 
improvement. lie also states that they have foimd it difficult to help 
people develop positive attitude. 

Salesmanship knowledge was considered essential in the claims and 
sales departments by more than fifty percent of the firms and about 
fifty percent of the responding firms felt it was necessary for their 
underwriters. This course is presently considered an elective in the 
North Central Technical Institute's two-year associate degree Insurance 
program. 



1 

Simmons, Ralph. "Happiness is Agency Building*', BEST'S REVIEW, 
March, 1971. 
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A course in Business Statistics vas not considered essential 
for the Insurance pro^tram r:^-^-iuate. One-third of the responding 
insurance companies felt that the Math of Finance course was essential 
for their employees in the sales, claims, and underwriting departments. 
Forty to sixty vercerit of the conpanies felt that the Economics course 
was essential for thr^ir perr;Onnel. The Accountinf^ II course vas the 
one that has caused the rr^ost controversy. Two-thirds of the flms 
that responded to the survey felt that the course was not essential 
but many said it vas good to have. 

Less than fifty percent of the firms that responded to the survey 
fi-it that the Office and Personnel Management course was not essential 
for their employees » This does not agree with the writings of J. Kenneth 
Duff and Gilbert McLean in their article titled, "Education: A Growth 
Industry.'* Their writing states that the philosophy of insurance company 
training directors is that manpower is the key to success in aiiy field; 
therefore, it is necessary to move more toward total growth than just 
training. These people no longer see the individual as an insurance 
man first and then an administrator. Instead, they see him as being 
capable of fulfilling both roles. They insist, with considerable 
Justification, that the trainees be placed immediately in the category 
of potential managers and that they should begin at once to be trained 
toward this goal. It would . seem then that the Office and Personnel 
Management course would then be considered essential for the prospective 
Insurance graduate . 

About one-third of the respondents felt that the Business Machines 
course was essential. Less than one-third of the firms answering the 
survey felt that American Institutions or Principles of Finance were 
essential to their insurance employees. Advertising was necessary/ only 
if the graduate wanted to be involved in the sale of insurance. Data 
Processing was considered essential but varied with the size of the firm 
of the responding company. 

- Seventy-five percent of the responding companies stated that they 
woiild be interested in hiring the graduates of the North Central Technical 
Institute's two-year associate degree program. Many firms stated that 
they would hire our graduates because they had demonstrated an interest 
in the insurance industry rather than because of what they had learned. 
Many companies hire for potential of the employee rather than for entry 
level positions. Mr. Howard Csmpbell of the Sentry Insurance Company 
states that they hire the personnel into a central pool and after they 
have shown an interest in a particular area, they will transfer them to 
that department , 
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Some of the firms responding to the survey stated that they usually 
look for veil rounded people with liberal etrts background and they vill 
do the training. This statement agrees with a study that was done by 
Ganas K. Rakes and Thomas L, VThellen? Fifty-seven percent of the firms 
felt that the liberal arts background graduate was preferred to the 
business .graduate. Forty-three percent of the firms stated they would 
hire a four year graduate with a degree in business. Several firms 
said that they felt that they would be just as satisfied with a marketin^^ 
student that had had a few insurance' courses . 

Professor Kailin Tuan made the followinf: statement at the annual 
meetin^^ of the Merican Bisk and Insurance Association in Las Vegas: 

In order to meet successfully the demands of chanf;e now 
and in the future, the leaders of the insurance business have 
to re-think the traditional role of their industry in a vastly 
different environment. Insurance educators have to re-think, 
too, the traditional type and direction of insurance education 
in preparing the upcoming generation of insuraiiCe executives 
and practitioners to cope with the different environment of 
the insurance business and to adapt to its new requirements. 
This being the case, the redirection and reorientation of insurance 
education ou^ht to be shifted tovrards the liberalization of 
insurance education or, in other words, toward insurance education 
on a liberal basis. Such a liberal education, while still 
recocnizinc the importance of technicalities in the effective 
operation of the insurance mechanism, will glLso incorporate the 
viev;point of consumers at lar^^e and take into consideration the 
concern of society as a whole. Such on approach should lead to 
a better and broader preparation of insurance students- As 
tomorrow's insurance executives, they will be better equipped to 
face their social responsibilities in the era of cons\jmierism. 



2 

Rakes., Ganas K. and Thomas L. '/Jhellen. "The Eole of Business 
Education in Insurance Careers" BEST'S REVIEW, Vol. 72, Dec, 1971, p. 28. 

3 

The_J^ational Undervjriter > November 7, 1971 j "Crisis in Business 
and Insurance rlducation Reviewed by Professor". 
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The tvo year associate de/:;ree graduate from the North Central 
Technical Institute's Insurance program should "be veil equipped 
because of the philosophy of education of this type of institution. 
A practical approach to solving insurance prohlems is stressed rather 
than theory and technical language. 

One firm is nov making Job descriptions to fit the two year 
graduate. Other companies vill be villing to do this when enough 
students have been placed to show that the tvo year student is 
competent on the job. V/hen comparing the tvo year student from 
the North Central Technical Institute's Insurance program vith the 
four year students' insurance background, the IICTI students actually 
have more training in the insurance field than the four year graduate. 
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CHAPTER V 
RECOIvIMEI^DATIONS 



The tvo year Associate Degree program at the North Central Technical 
Institute should investigate chaiiges in the curriculum as the result of 
the questionnaire and personal interviews in the sales area* I would 
recominend that a sales course "be added to the curriculum* In the personal 
interviews, it vas found that most of the Jobs involve some sort of selling, 
whether it be "by phone or personal contact • The questionnaire also indicated 
the need for a sales class . 

One of the questions concerning curriculuiu change vaa the Accoiinting II 
class* It seems students had the opinion Accounting II was not needed in 
their field. As for the results of the questionnaire, two courses in Accounting 
are not needed for an entry level position in claims or undeivriting. After 
talking with some 30 companies, 90^ of the personnel men were of the opinion 
that any major field in the Business Administrative area needed at least two 
courses in Accounting. We talk about entry level positions but these people 
are really looking for potential when they hire and not just someone to do the 
task. I em in agreement with these people and strongly recommend that two 
coxirses in accounting be left in the curriculm. 

Before starting the interviews , I talked with some of the students to 
try and find out why they felt two courses in accotmting was not needed^ It 
is my opinion that these people are not willing to put forth the effort to 
pass these two courses intead of whether or not this much background is needed • 
Many of the students feel they do not want to go into sales and this is even 
mo:i-e reason they should have a better background in accounting if they plan to 
work in home and branch offices • 

After talking with personnel managers of various companies informing them 
of our insurance program, they seemed receptive to the idea of hiring our 
graduates. A mailing list is being made up so that our student services 
department can "invite these people to our campus to interview the graduates. 
During the time of the study, insurance companies were not hiring many people 
but all felt that the need for new employees would improve very much in the 
coming two years ^ so it is important to stay In touch with these people • 

Another reason for staying in close contact with these people is because 
their attitudes are changing tow^txd two year graduates. A few of the companies 
are already Writing Job descriptions for two-year graduates. I would think 
when possible, school representatives should attend local and state functions 
of the CLU and CPCU organizations. 

Along irith this, advanced placement should be given students who are 
enrolled in the Associate Degree Insurance program who have already completed 
all or portions of the Insurance Institute of America program, CPCU, or CLU 
courses of study ^ 
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It is recommendecl that the school utilize the offer of the office 
of the Executive Socretaxy of the Independent Insurance Agents of 
Wisconsin who have volunteered to help prcanote our program in their 
monthly newsletter. 

In addition, it is felt that future contacts for recruitment 
and placement be kept with insurance companies throughout the state 
and the Minneapolis-St • Paul area by the Business Education coordinator 
or other interested parties in the insurance program, rather than 
relying solely on the Student Services Department • 

The advisory "beard should also be expanded to include people 
in the insurance industry geographically located throughout the 
state. This is especially important since NCTI is the only school 
vith an Associate Degree Insurance program. 

After talking with some general agents, I believe there are many 
employment opportixnities for femeles in our insurance program. They are 
looking for women with some office skills and a good understanding of 
insurance. It takes them from one to three years to train a woman that 
can handle the office. Many of the agents spend their time in the office 
instead of in the field. Our recruitment program should include young 
women • It is a challenging and exciting field for women but much 
technical knowledge is needed for success and our program will do this 
for them. 

There is not enough emphasis on sales. With the technical background 
a student receives, he should be able to have a good understanding of 
how insurance works and be very successfvil in sales. There ai^e more 
financial possibilities in sales than any other area. This should be 
emphasized. 

It is recommended that another follow-up study be made within the 
next three years similar to this one in order to determine whether these 
recatmnendations have t^^en carried out. It will also be important in 
determining whether the present insurance curriculum is still relevant 
along vith recruitment and placement procedures . 
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COMPANIES CALLED OK POR PERSONAL INTERVIEWS 



Appleton 

Joel E. Hervat 

Assistant Personnel Manager 

Home Mutual 

Robert R. Brennan 
Controller 
Integrity Mutual 

Don H. Johnson 
Director of Personnel 
Services for Aid 
Association^ for Lutherans 

George Hoorei Jr. 
Hocie Mutual Sales 

Madison 
Paul Mast 

State Executive Director 
for Independent Agents 

Morb Vanden Hewell 
American Family 

Howard Buenzille 
CUNA 

Milt Showers 
Rural Insurance 

Robert W. Schmita 
General Casualty 

DoneuLd Lantz 

Netiosial Guardian Life 

Don C. Lynn 

Wisconsin Mutual Insurance 

Horace Grooms 
Wisconsin Life 

Mr. Keys 

Hallmark Insurance 



Merrill 

J. E . Mam hoitz 
Chiirch Mutual 

Milwaukee 

L. F. Steward 

Travelers Insurance Coaapanies 

Herald F. Williquette 
Northwestern National 

Robert C, LaBrot 
Northwestern Mutual 

Gerald B. O'Ccnnell 
Time Insurance 

Thomag J. Bowe 
Badger State Mutual 

Minneapolis 
Tom Martin 
Employers 

James Joyslin 
Ministers Life 

Doug Da-vls 

Investors Diversified Service 

Harlow Hogsven 
Lutheran Brotherhood 

Lawrence G. White 
Northwestern National 

St. Paul 

Richard M« Morphew 

Mutual Service Insurance Co. 

Edward Miller 
Minnesota Mutual 

Mr. Strickland 

St. Paul Insurance Co. 



CQMPAHIES CALLED ON FOR PERSONAL INTERVIEWS 



Stevens Point 
Howard Campbell 
Personnel Manager 
Sentry Insurance 

Al Noel 
Sentry 

Jack Butler 
Sentry 

Jim Schlieker 
Sentry 

Paul Gustke 
Sentry 

Wausau 

Mike Tillish 
Employers Insurance 

Harold Bliss 
Employers Insurance 

Nick Suiith 
Employers 
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LIST OF IHSURAMCE COMPAHIES 



Firm Hane and /.ddress 
Milvaukee Insurance 
Milwaukee, Wis. 53201 

Badger State Mutual Casualty Co. 

5k3k Capitol Dr., Milwaukee, Wis. 52216 

Agricultural Insurance Group 

215 Washington St., Watertown, N.J. 13601 

Mutual Service Insurance Co. 
1919 University, St. Paul, MN 

Integrity Mutual Insurance Co. 

526 W. Wisconsin Ave., Appieton, WI 5^911 

Sentry 

3101 Dixon, Stevens Point, WI 5*+88l 

Reliance Inswance Companies 
h Penn Center Plaza 
Philadelphia, PA 19103 

United States Fidelity & Guaranty Co, 
3l* Commerce Ct., Baltimore, Md. 21203 

American College of Life Underwriters 
270 Brjm Mavr Ave., Bryn Mawr, PA 19010 

The Continental Insurance Co. 

80 Maiden Lane, New York, N, Y. 10038 

The American Life Insurance Co. of New York 
100 Broadway, New York, N. Y. 10005 

Nationwide Insurance Co. 
Columbus, Ohio l*32l6 



Earleysville Mutual Insurance Co. 

355 Maple Ave., Harleysville , PA 19^38 

General Adjustment Bu:L'eau, Inc. 
123 William St., New York, NY 10038 

State Automobile Mutual Insurance Co, 
Columbus, OH Ii32l6 



Respondent 
Robert A. Rogo 

Richard C. LeBarron 
CPCU Director of Agency 

C.J. LaBerge, Sec*y 
Shirley M. Lang 
Robert R . Brennon 
Muck Tompkins 
William B. Ulwer 

Philip J. Hardy 

B^-amie E. Abelle 

Joseph Fitzmaurice 

Lois Kortum, Secretary 

Llpyd Benney 
Paul Donald 
Harry Whitlatch 

Richard C, Gies 
G. M. Lynch Jr. 
Jack Alexander 




Firm NaJne and Address 
Sentry Insiirance 
Stevens Point, WI 5UU8I 



Respondent 
Tom Ryan 



Indepr .dent Insurance Agency 

of Wisconsin 
Bo3C 96, Middleton, WI 53562 



Paul Mast 



Germajatovn Mutual Insurance Co. 
Gemantown, WI 53022 

Havkeye-Security Insurance Co, 

1017 Walnut St., Des Moines, Iowa 50307 

Fireman's Fund American 

Insurance Co. 
3333 California 
San Francisco, CA 9^+120 

New Hampshire Insurance Group 
1750 Elm Street 
Manchester, NH 13105 

Allstate Insurance Co. 
Murray Hill, N.J. 



R. J. Russell 



Murray C. Edae 



Ellis S, Perrigo 



William T. Reid 



Employers Insurance of Texas 
DaUas, TX 75221 

Dai.V^ - AAA 

150 Bagley, Detroit, Michigan U8226 

Hartford Insurance Group 
Hartford Plaza 
Hartford, CT. 06115 

Great American Insurance Co. 
Los Angeles, CA 90020 

Lynn Mutmil Insurance Co., Inc. 
Neillsville, Wisconsin 3hh^6 

Marine Insurance Handbook , Inc . 

P. 0. Box 723 

Chicago, Illinois 60690 

All State 

All State Plaza, Northbrook, IL 6OO62 



Bill Stephens 



Dehn Chamterlain 



Joseph B. Whittel 



Daved R. Simmons 



Delbert P . Struble 



William H. Rodda 



E. H. Numrich 
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Firm Same and Addre'^ s 
Dairylend Ins\u:ance Co. 
Madison, WI 53705 

Rural Insurance 

Lutheran Brotherhood 

701 Second Ave* S., Minneapolis, MN 

Mutual Service Insurance Co. 
1919 University 
St. '^aul, MN 5510U 

General Casualty 

117 East Wilson, Madiso.., WI 

Employers Insurance of Wausau 
Wausau, WI 5hk01 

Northwestern HationeQ. 
Milwaukee 

Northwestern Mutual Life Insurance 
720 East Wisconsin Ave. 
Milwaukee, WI 53202 

Independent Agents Association 
Wisconsin Rapids, WI 5UU9U 

Independent Agents Association 
Kadison, WI 

Enqployers Insurance of Wausau 

Church Mutual Ins. Co. 
lOOU First St., Merrill, WI 

Home Mutual Insxirance Group 
Appleton, WI 5'*911 

Employers Insiirance of Wausau 
Wausau, WI 5^^+01 

Badger Mutual Ins. Co. 
1635 West National Ave. 
Milwaukee, Wis. 5320U 



Respondent 

G. Dan Strampe 

Milton Showers 
Garlan Hogsven 

R . M . Morphev 

David A. Ross 
Kurt Weiss 
James Ehrustrom 
Robert C. LaBrot 

Arthur J. Gilmaster 
The Reckerman Agency 
N. Smith 

Vice Pres., Wisconsin Divt 
Robert J. Verdoorn 

Vice Pres ., Ronald Reutz 
Underwriting 
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Firm Name and Address 

West Bend Mutual Insurance Co . 

West Bend, WI 53095 

Integrity Mutual Ins . Co . 
526 W. Wisconsin Ave. 
Appleton, WI 5'*911 

Milwaukee Mutual Ins\irance Co. 
803 W. Michigan St. 
Milwaukee, WI 53201 

Retail Lumbermens Mut. Ins. Co. 
6U5O W. Fond du Lac Ave, 
Milwaukee, Wis. 53218 

Cuna Mutual 

5910 Mineral Pt. Road 

Madison, WI. 

American Family 
Madison, Wis . 

The Wisconsin Life Ins. Co. 
Box 5099-TO9 No. Segoe Rd 
Madison, Wis. 53705 

The Lumbermens Mutual Ins. Co. 
900 Springmill St., P. 0. Box U59 
Mansfield, Ohio UU9OI 

National Assn. of Ins. Agents 

96 Fulton St., New York, NY 10038 

Alliance Insi^rance Co. 
McPherson, Kansas 67^+60 

State Farm Insurance Co. 
112 East Washinfci/on St. 
Bioomington, 111. 61701 

Home Mutual Insurance Co. 
1001 W. Fosen 
Appleton > Wis. 5^+911 



Respondent 
James F. Bohn 

Willis R. Johnson 

Howard W, Monsen 

Marvin Gumm 

Howard Buerzle 
Stanley Langloss 

Vice-Pres . , Personnel 

H, W. Grooms 

W. G. Schultz 

Matthew A. Cantoni , Jr. 
M. E. Garrelts, Sr. 
Dr. William T. Beadles 

Assistant Personnel Mgr. 
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Firm Hame and Address 
Heritage MutueLL Insurance Co. 
2300 Kohler Mpmorial Drive 
Sheboygan, WI 5308l 

Michigan Mutual Liability Co, 

28 West Adams Ave., Detroit, MI U8226 

Sheboygan Falls Mutual Insurance Co. 
Sheboygan Falls, WI 53085 

Wis. Farmers Mutual Ins. Co. 
Juneau^ WI 53039 

Independent Agents Association 
Belleville, WI 

Aid Association for Lutherans 
Appleton, WI 5^*911 

Prudential Insurance Co. of America 
Minneapolis, MN 

Northwestern National Life 

Ministers Life 
Minneapolis , MN 

Hallmark Insurance 
Box 5269 53705 

Adjustment Co . , Inc . 
Hammond, Indiana h632k 

Church Mutual Insurance Co, 
Merrill, WI 5i+552 

Minnesota Mutual Life Ins. Co. 
3k5 Cedar St., St. Paul, MN 55101 

American Family Ins. Co» \ 
Madison, WI 53701 

Improved Risk Mutuals 

15 North Broadway 

White Plains, New York IO60I 



Respondent 
Roy Prast 

Beabook 

Warren A. Williams 

Victor A. Rude 

William J. Fahey 

Jack Gillespie 

Ken Frenet 

Lawrence G. White 
James Joyslin 

Mr. Keys 

J. S. Mamholtz 
Edward Millef 
L. Hapes 
Lawrence Duhak 
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Firm Hame aPd Addyegs 

The Atlantic Coa^^iee 

k3 Wall St., Sev XarKf NY 10005 

Northvestem Netional Ins. 
731 Korth Jackson St. 
Milwaukee, WI 

Fireman's -fund American 
3333 California St. 
San Francisco, CA 91*120 

Northvestem Mutu^ Life 
Milwaukee, WI 

Independent Ijisurance Agency 
of Wisconsin 

TU2T Hubbard, Middletoa, WI 53562 

United Services Automobile Association 
San^ Antonio, TX 78si5 

Michigan Millers 
2U25 Grand Fiver 
Lansing, MI U89OI 

General Adjustment Bureau, Inc. 
New York, N. Y. IQO38 

Knott Insuraiice 
106 S. Chestnut 

General Casualty Co. of wis, 
117 East Wilson St. 
Madison, Wis. 53501 

St. Paul Insurance Co. Inc. 

385 Washington 

St. Paul, Minnesota 

Northwestern National 
Milwaukee, WI 

Time Insurance 
Milwaukee, WI 



Respondent 
Leonard C. Bailey 

Gerald F. Williquette 

German Keck 

Dick Matthisn 
Ed Garpentio 

W. J. Caperton CPCU 
Duane Bover 

James !• Mackenzie 

James W. Jewell 

Harold E. Zielsdorf , Jr. 

Strickland 

Jerry Williquette 
Gerald O^Connell 
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North Central Vocational, Technical and Adult Education District 

North Central T(?chnical Institute 



Lawrence B. Hoyt 
Director 



1000 Schofield Averue 



Wausau, Wisconsin 5^401 
Telephone 715 • 675-3331 



Three years ago we initiated a two year associate degree program 
in insurance to better serve the insurance industry in Wis. :n5in. Because 
of the vastness of the industry/ we have constructed our curriculum 
serve underwriting^ claims, and other positions. 

We feel there is a need for revising this curriculum/ and we are 
seeking advice and counsel from the industry to help us make these 
revisions meaningful. The attached curriculum and course descriptions 
will aid you in filling out the survey. 

Your assistance will be greatly appreciated and will guide us in 
making the curriculum changes. Please complete this survey and return 
by July 30 in the enclosed c^lf-addressed paid envelope. 
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Below you will find the insurance curriculum and a brief course description to 
help give you some idea as to what is being taught in some of the courses that 
may not be too clear from the course title alone. We need your advice as to 
what knowledge is needed in preparing the student for employment in your in- 
dustry. 



First Semeste r 

Principles of Insurance 
Psychology of Human Reiatlons 
Communications I 
Business Law 
American Institutions 



Second Semester 

Life & Health Insurance 
Business Machines 
Mathematics of Finance 
Communications II 
Economics 



Third Semester 

Property Insurance 
Casualty Insurance 
Accounting I 
Business Statistics 
Elective 

Scheduled Electives 

Fundamentals of Speech 
Principles of Finance 
Principles of Advertising 
Introduction to Data Processing 

Accounting I 



Fourth Semester 

Insurance Adjusting 
Accounting II 

Introduction to Risk Management 

Insurance Programming 

Office & Personnel Management 



This class Is designed for those with no background in bookkeeping or 
accounting and refresher for those with limited background. 



Accounting II 

The second course covers ivartnership and corporation records with emphasis 
on control and decision-making procedures. Topics covered are basic concepts, 
capitalization, long term indebtedness, financial statement analysis and intro- 
duction to cost and income tax accounting* 



American Institutions 

A study of American economic and political institutions as they affect the 
individual as a citizen and a productive member of society. 

Business Machines 

Typewriting for nine weeks. 
^ Machines (nine weeks). Basic instruction and drill in cpfe^^ating the rotary 

ER^C calculator, printing calculator and the ten--key adding- listing machine. 



Coinrnunications I 

The course covers an introduction to modern communications v;ith emphasis 
placed on language structure, mechanics of style, developm -;nt of listening skill 
and oral communications. 

Coinrnunications II 

Designed to improve the student's speaking, reading, writing and listening 
skills. Includes writing of business letters, developing a data sheet and writing 
reports. 

Economics 

Topics Covered in this class include economic structure and operation, income 
distribution, money and banking, price analysis, economic development and growth. 

LOQio and Statistics 

Logic— Topics such as Boolean Algebra, truth tables, Venn diagrams. These 

topics are beneficial in the computing field. 
Statistics — Learn methods of organizing, presenting, analyzing data and how 

this knowledge is used in business. 

Math of Finance 

The course is designed to cover many areas of mathmatics which are related to 
problems which face most businesses. 

Office and Personnel Management 

Emphasis is placed on the flow of office paper v^ork and information throughout 
the entire business enterprise. Topics include identifying executive principles and 
problems, selections and training of office personnel and current office management 
issues. 
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North Central Technical Institute 
1000 Schofield Avenus 
Wausau, WI 544o. 



INSURANCE CURRICULUM STUDY 



ERIC 



Firm Name 
Address 



city state zip code 
Respondent . ^ 

1. Check the insurance product lines that your company handles. 

Casualty Life 

^ Workmen's Compensation Individual 

Public Liability Group Life 

Property Insurance Group Accident and Health 

_ _Auto Insurance Pensions and Annuities 

Crime Insurance Estate Planning 

Ii-jland Marine 

2, What is the approximate current number of employees employed by your 
firm in your city? 

3* Please list in the categories below^ the job classification in which your 
company would eraploy graduates from a two year associate degree insur- 
ance prograin. 

Other 

Claim s Underwriting _Sales Job Categories 



4. Would you please give the approximate number of people employed in the 
categories listed with less than a four year degree? ^ 

Other 

Claims Underwriting Sales Tob Categories 



5, After reviewing the attached curriculum and course descriptions, would you 
rate the value of the following courses in the various areas? 



o 
u 



iH C 

:> b:) 
o ^ 



I \ 



TT 



i-L 



I 

o ^ 



i:: 



I 

o 'd 



I 

O 'd 



0)1 

o 

i 



ERIC 



4^ 
CO 



R 
O 
•H 

s 

CO 
CO 
0) 



.3 

CO 



Ma:) 
-p 



I 



CO 
0) 

> 

-P 

o 

0) 




03 
CO 

O 

o 

3 



o 

M 



-85- 



